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Fire Destroys; Heat Deteriorates 


That’s Why the AMERICAN BOILER PLATE 
WARM AIR HEATER IS 


BUILT LIKE A POWER BOILER 


iS producing heat for the home the warm air heater 

has a hard job. It must deal with fire. [leat de- 
teriorates metal. In building a warm air heater the 
destructive forces of fire must be given first thought. 
To get the most from a warm air heater it must have 
the power to resist heat long. 


HE AMERICAN BOILER PLATE WARM AIR 

HEATER because of its all steel construction— 
all steel heavy boiler plate—withstands fire and heat; 
also, time. However, these sturdy qualities in no way 
interfere with its excellent efficiency to supply fresh, 
warmed air to the dwelling. The massive construc- 
tion of the AMERICAN BOILER PLATE WARM 
AIR HEATER aids in its efficient functioning. The 
riveted, heavy steel plates on this warm air heater 
eliminate the need for packed joints. The AMERICAN 
BOILER PLATE WARM AIR HEATER can not 
leak. 








R. Dealer, do not hesitate to acquaint yourself with this master warm air heater. Its strength 
+Y4means profits to you. Get information from us. 


Write Today For Complete Particulars and Catalogs 


AMERICAN FURNACE CO. 


2725 to 2731 Morgan Street ST. LOUIS, MISSOURI 
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MAHONING 
HEATERS 


Sell Themselves 


Se many superior qualities are 
involved in MAHONING con- 
struction that to tell of one would 
slight others equally as important. 

No need to talk Mahoning qualities. 
Show your customer,—he will see it at a 
glance. 


We want good live dealers everywhere, 





















ss + MAHONING TYPE “C’”’ 

' 5 Illustration shows quite clearly the combustion as it takes 
and offer a tempting proposition Placein the Mahoningsystem. Note how the admission of air 
through the slots in the firepot causes combustion to take place 

all around the outside of the fire. The hottest part of the fame 


A style and size for every purpose. ig in direct contact with the outside surface of the heater where 


| radiation of heat takes place. Only one of the features that 
have made the Mahoning famous from coast to coast. 






The MAHONING FOUNDRY CO. 
YOUNGSTOWN, OHIO 


A Mammoth Plant With a Mammoth Production 
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THE SUM TOTAL of the resources of our country re- 
main practically the same year after year. The por- 
tions which are consumed or embodied 
in improvements are replaced by new 
developments of unworked land, mines, 
and forests. From the angle of phys- 
ical equipment, therefore, there is no reason to fear 
shortage of supplies or lessening of the means of life. 
Difficulties of our present economical situation are, 
consequently, not due to insufficiency of raw materials, 
productive mechanism, distributing facilities or skill- 
fulness of labor. They are mental rather than physi- 
cal. Hence, they can best be remedied through the 
spread of right ideas, and the formation of correct 
national habits. 

These are not merely the opinions of writers of edi- 
torials. They are the well reasoned views of leading 
men of business. Thus, for example, four great finan- 
cial and business leaders of the country, who are 
shrewd judges of the trend of affairs, come to prac- 
tically the same conclusion in regard to the outlook 
for the present year. George M. Reynolds, Presi- 
dent Continental and Commercial National Bank of 
Chicago, Illinois, says that during the past year there 
were many complaints of the high cost of living. He 
declares that everyone must begin to realize that there 
are only two ways of cheapening food, fuel, clothing, 
and luxuries. One is by the practice of sensible econ- 
omy. The joy ride of the spenders causes prices to 
soar higher and higher. The other way—and both are 
imperative—is to increase production. There can not 
be much lowering of prices until more goods are made 
and more food is produced in the world. 

Bank deposits have been high throughout the year. 
The gratifying growth in savings accounts indicates 
that, contrary to the general rule, some people wisely 
are laying aside part of their earnings. We still have 
many unsolved problems. Fortunately, the financial 
condition in the United States is sound, the Federal 
Reserve system and the banks being abundantly able 
to meet every legitimate requirement. But it might 
better be understood now than later that the time to 
curb speculation in land, commodities, farm products 


Views of 
Experts. 


and securities is at hand. 

Another high authority, John McHugh, Vice Pres- 
ident Mechanics’ and Metals’ National Bank, New 
York, Chairman Committee on Commerce and Ma- 
rine, American Bankers’ Association, indicates the 
necessity for offsetting the spirit of extravagance with 
proper instruction in the value of thrift. He says 
that in individual instances almost without number 


the rule has been “to idle and buy” and not to “work 
and save.” The result is the accumulation at high 
prices of many things which people could have gotten 
along without, consequent expansion in the scale of 
living and an appreciable strain on credit. 

Without question there should be inaugurated, if 
calamitous conditions are, in the end, to be avoided, 
a national thrift campaign which will impress on peo- 
ple generally how essential it is that extravagance and 
wastefulness be curbed, and that signals, in the form 
of needed cautions given by banking institutions, re- 
inforced by warnings from the Treasury Department 
and the Federal Reserve Along 
with this every possible effort must be devoted to the 


Soard, be heeded. 


keeping up of production of necessaries to maximum 
capacity. It is only by large scale production that our 
people can be well and profitably employed, and only 
by maximum production can they be protected, in the 
last analysis, from the payment of excessive prices for 
their own needs. 

The Chairman of the Committee on Thrift of the 
Savings Banks Association of New York State, James 
H. Manning, who is also President of the National 
Savings Bank, New York City, sums up the situation 
forcefully when he affirms that the thrifty person ap- 
preciates that we can get out of our present difficulty 
only by work and more work. Thrift and work nec- 
essarily go together. They are twins. A thrifty work- 
man is not a Bolshevist or a Socialist; in the United 
States he is just a plain American, who loves America 
and what it stands for—law and order. 

It seems reasonable to conclude that the worst of 
the reconstruction period following the Armistice has 
now passed. But it remains necessary, in the judg- 
ment of Alfred E. Marling, President of the Chamber 
of Commerce of the State of New York, for everyone 
to save in order to repair the waste done by the war. 
So it is essential that it be brought home to every 
man, woman, and child in every community that they 
must work and save and practice thrift if they wish 
to aid the world. 

But the most important factor for bringing down 
prices will be greater production. This country will 
be able to undertake high speed production if only 
our labor troubles could be eliminated, and the de- 
termination reached by the men back of the machine 
to do a reasonable day’s work. It has been estimated 
that a ten per cent increase in production would cut 
twenty per cent from living cost, and if, through the 
thrift campaign, a ten per cent reduction in buying of 
unnecessaries would result, another twenty per cent 
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decrease in prices would follow, making a total de- 
crease of forty per cent in the cost of living. But 
without speculating in figures, most business men real- 
ize the prime necessity of greater production in the 
efforts now being made to set the world aright. . 








IN PLEDGING SERVICE the skillful salesman is both 
careful and definite. He is at pains not to lead the 
dealer to expect more service than the 


Salesman Jesman and his house are prepared to 
Promotes ender : but, at the same time, he uses to 
Industry. their full extent all the service aids at 


his command. He is not content simply to offer 
these helps to the merchant, but explains, in detail, 
the ways and means of extracting the greatest pos- 
sible benefit from them. Among such helps are ad- 
vertising support, delivery cooperation, sales and 
products information, and individual assistance to aid 
the merchant in meeting special requirements on the 
part of customers. A typical example of special as- 
sistance is found in the merchandising of paint. There, 
when the dealer has a customer who desires to secure 
a certain effect, he needs but to consult the manufac- 
turer in order to obtain specific directions from highly- 
paid experts. 

Such are the ways in which the efficient salesman 
builds good will for his house and success for himself. 
His is a profession of study, correlation and practical 
promotion work. Thus it is that the salesman who is 
getting fairly satisfactory results is the one most likely 
to fall short of achieving a big success, for such a 
salesman is in grave danger of getting into a rut—of 
allowing himself to feel that no further study is neces- 
sary. The first step toward really worth-while success 
in selling is to avoid the feeling of self-complacency 
and self-satisfaction. Constant development, self- 
improvement and watching of conditions are of great- 
est importance in the success of any salesman, and 
to the one who hopes to achieve big things in these 
rushing days, they are vital. 

Reconstruction conditions in all lines emphasize the 
imperative need of quicker and more economical dis- 
tribution of industrial products. Selling is not 
merely a transfer of materials from the producer, 
through middlemen, to the ultimate consumer. It is 
the very substance of commercial intercourse, the 
definite, tangible working out of the law of supply 
and demand, and, therefore, an integral part of our 
economic structure. 

The war demonstrated to the American people that 
efficient distribution is just as essential to the common 
good as efficient production. Indeed, large production 
may easily work great harm to the general, economic 
welfare, if not served by an efficient system of distri- 
bution. Goods which are not properly distributed 
might better not have been produced, for, lying idle 
and unused, they represent simply the unproductive 
storage of labor and money. 

The service rendered by salesmen in codrdinating 
supply and demand, under stress of war-time condi- 
tions, was invaluable to the nation. America might 
well have found her distribution of commodities in a 
disastrous state, had not the knowledge and experi- 
ence of the salesmen of the country been devoted, 
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freely and whole-heartedly, to the problem of work- 
ing out practical ways and means of meeting the 
situation. The tremendous needs of the military estab- 
lishment for equipment and materials of all kinds had 
to be met. At the same time the civilian population had 
to be supplied with at least the necessities, if not with 
luxuries. Increased production enabled the country 
to meet the situation up to a certain point, but pro- 
duction was necessarily limited by the available man- 
power, fast being absorbed by the fighting forces. 

The necessity of readjusting distribution soon be- 
came apparent. The situation resolved itself into a 
problem of determining the irreducible minimum of 
commodities sufficient to meet the needs of the civilian 
population. Everything above that had to be used 
directly in the prosecution of the war. 

But how was that minimum to be determined? How 
much—or how little—wool, steel, leather and other 
raw materials would suffice for civilian use? What 
amount of the total production, in different lines, 
would it be necessary to divert from war use in order 
to prevent distress‘at home? Then it was that the 
salesmen and sales executives were called upon. They 
supplied the much needed information. From their 
knowledge of demand in their respective lines 
they were able to estimate, with surprising ac- 
curacy, the minimum supply that would suffice. 
This contribution of American selling organizations 
to the maintenance of the economic well-being 
of the nation during the war, while not so spectacular 
as some of our production achievements, was a factor 
of no little importance in the successful prosecution of 
the war and has won for the salesman universal rec- 
ognition as a vital element in the economic organiza- 
tion of the country. 








LAST WEEK A convention was held in Kansas City, 
Missouri, of hardware dealers who carry on a big 
business in farming implements. They 


be met as members of the Western Retail 
n ° 

— Implement, Vehicle, and Hardware As- 
the Farmer. 


sociation. The annual report of H. J. 
Hodge, Secretary of that organization, is given else- 
where in this issue of AMERICAN ARTISAN AND 
HARDWARE REcorp. It indicates great possibilities of 
service and prosperity in selling goods to the farmer. 
Comparatively few hardware merchants -realize the 
nature and extent of those possibilities. Farming in 
America represents an invested capital of sixty billion 
dollars, or three times as much as the money em- 
ployed in manufacturing industries. 

A comprehensive survey was made by the Iowa 
State College of Agriculture of one rural township 
in the State of Iowa, which may be taken as typical of 
the average farming community of the United States. 
Some of the facts developed were that there were 
eight hundred and two persons living in the township 
and that there had not been a divorce or divorce pro- 
ceedings in the township for years. It contains 142 
farm houses and the average extent of each farm is 
151 acres. Forty per cent of all the farms have run- 
ning water. Thirty-five per cent have bath tubs. 
Eleven per cent have electric lights. Forty-eight per 
cent have power washing machines. Twenty-six 
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per cent have electric or gas irons. Fifty-four per cent 
have carpet sweepers or vacuum cleaners. Fifty per 
cent have warm air heaters, hot water or steam heat. 
Ninety-three per cent have telephones. Twenty per 
cent have gas cook stoves. Thirty-three per cent have 
oil cook stoves. 

The farm products of America last year amounted 
to about twenty-five billion dollars. The farmers are 
going to spend the greater part of that vast sum for 
needed improvements and comforts. They will erect 
new buildings on the farms. They will buy new equip- 
ment in the way of cream separators, post hole augers, 
corn plows, kitchen ware, cooking stoves, warm air 
heaters, fencing wire, automobile accessories, washing 
machines, wringers, building hardware, tools, and the 
like. The dealer who takes an active interest in his 
trade association can easily learn how to get his share 
of the immense farming business. 








RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 


In spite of what a small fraction of our business 
men may think and do to the contrary, the tendency 
of our commerce and industry is toward higher ethical 
levels. Therefore, it is appropriate to set down in 
this column the following paragraph from Samuel 
Taylor Coleridge: 

“All things strive to ascend, and ascend in their 
striving. And shall man alone stoop? Shall his pur- 
suits and desires, the reflections of his inward life be 
like the reflected image of a tree on the edge of the 


pool, that grows downward, and seeks to mock 
heaven in the unstaple element beneath it? No! It 
must be a higher good to make you happy. While 


you labor for anything below your proper humanity, 
you seek a happy life in the region of death.” 
* *K * 

Most of the amusing war stories have been worn 
to a frazzle from much repetition. Here is one which 
is comparatively new. It is related by my friend 
Harvey Manny of the Central Heating Supply Com- 
pany, Chicago, Illinois: 

The commanding officer of a certain regiment was 
much troubled about the persistent untidiness of one 
of his men. Reprimand and punishment had proved 
to be of no avail. 

A brilliant idea struck the colonel. Why not march 
the man up and down the whole line of the regiment 
and shame him into decency ? 

It was done. The untidy warrior, who hailed from 
the Emerald Isle, was ordered to exhibit himself and 
march up and down the entire regiment, and the men 
were told to have a good look at him. 

After the ordeal was over the unabashed son of 
Erin halted, saluted the colonel, and said in the hear- 
ing of the whole corps: 

“Dirtiest regiment I iver inspected, sor.” 

* a * 

To retain one’s ability to enjoy a pun is to keep youth 
alive in one’s heart. My friend L. K. Wynn of Black 
Silk Stove Polish Works, Sterling, Illinois, laughed 
with pleasure when he told me this one: 

It was at a fashionable southern resort and the 
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pretty New England maiden had been tangoing stren- 
uously with a vigorous young man from the West. 

“Really,” she protested, “I must stop. I'd love to- 
keep on but I’m danced out.” 

“Why, how can you say that?” he cried in aston- 
ishment as he escorted her to a seat. “I don’t think 
you are darned stout at all. You're just plump.” 

x * x 

There is more than one way of telling the truth, ac- 
cording to my friend H. W. Sigrist of Modern Way 
Furnace Company, Fort Wayne, Indiana. He gives 
this example. 

Young Mrs. Cornwell was a bride of but a short 
time. One afternoon she confided to her friends at 
a pink tea that she was sure her husband never played 
poker at his club. 

“How,” queried one of the women, “did you find 
out ?” 

“Oh,” explained the young bride, ‘| met a couple 
of the members of his club the other day and I asked 
them: ‘Can Percy play poker?’ They looked thought- 
ful for a moment and then answered very sincerely: 


‘No!’ ” 


The unconscious humor of the colored folk is a 
constant source of delight to my friend John Fred- 
erick Balz of Henry and Budford Chenoweth, New 
Orleans, Louisiana. He gives this sample of it: 

Rose had called on her afternoon out to see her 
friend, Arabella. Arabella’s mistress had just pur- 
chased a parrot, and Rose was much interested in the 
bird. 

“Birds is shore sensible,’ she observed. “You kin 
learn them anything. I uster work for a lady that 
had a bird in a clock, an’ when it was time to tell de 
time ob day it uster come out an’ say ‘cuckoo’ jest as 
many times as de time was.” 

“Go long. Yo’ doan’ says so,” said Arabella, in- 
credulously. 

“Shore thing,” replied Rose, ‘an de mos’ wonderful 
part was dat it was only a wooden bird, too.” 

aK * K 
It picks out the sound 
Under 


Enthusiasm is constructive. 
substance of things and rejects the rubbish. 
its inspiration, men build cities and surmount ob- 
stacles which have blocked human advancement for 
centuries. From the point of view of business as 
well as from the angle of happiness it pays to be a 


booster: 
Be a Booster! 


Joost your city, boost your friend, 

Boost the lodge that you attend, 
Boost the street on which you're dwelling, 
3oost the goods that you are selling. 


Boost the people round about you, 
They can get along without you, 
But success will quicker find them 
If they know that you're behind them. 


Boost for every forward movement, 
Boost for every new improvement, 
Boost the man for whom you labor. 
Boost the stranger and the neighbor. 


Cease to be a chronic knocker, 
Cease to be a progress blocker, 
If you make your city better, 
toost it to the final letter. 
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FRANK S. HAWKEN. 


There is a significant sentence in Shakespeare’s 
Merchant of Venice. It is the explanation of many 
discrepancies between intention and performance. It 
reads in this wise: “If to do were as easy as to know 
what were good to do, chapels had been churches, and 
poor men’s cottages princes’ palaces.” In these days 
of trade journals and text-books dealing with every 
conceivable phase of salesmanship, it is easy to know 
what is good to do in order to sell commodities. If no 
greater difficulties were encountered in putting the 
knowledge into effect than in acquiring it, every sales- 
man’s home would be a Waldorf-Astoria hotel and 
his children would be playing marbles with 50 karat 
diamonds. As for princes’ palaces, he probably would 
use two or three of them for 
storing his spare automobile 
tires and canceled checks. 

It is evident that the per- 
fect salesman has not yet 
been evolved. Perhaps it is 
best for us that he is still in 
process of development. Oth- 
erwise, we would all be car- 
rying his sample cases, shin- 
ing his shoes, writing his let- 
ters, posting his daily balance 
at the bank, or doing the 
thousand and one things in- 
cidental to the production and 
shipment of the goods neces- 
sary to fill his orders. But, 
stay—isn’t that what most of 
us are doing, anyway? In 
some fashion or other we are 
all working on orders turned 
in by the salesman, The grand 
opera singer no less than the 
stove molder is spending ef- 
forts of talent and skill to 
supply demands created by salesmanship. 

The difference between knowing and doing is wider 
than the Seven Seas. The measure of a man in the 
business world is the degree in which he matches 
knowledge with accomplishment. No flourish of 
rhetoric or extravagance of words can serve as a sub- 
stitute for deeds in making such a valuation. Apply- 
ing the test to Frank S. Hawken, we find positive ele- 
ments of merit. The main outline of his life is a 
schedule of progress in which there are very few 
blank spaces. 

Frank S. Hawken was born in St. Louis, Missouri, 
June 13, 1863. He received his education in the public 
schools of his native city. His first employment was 
with the Vulcan Steel Company, makers of steel rails 





by the Bessemer process. He started to work for the 
company in the capacity of office boy. Unlike the of- 
fice boy of vaudeville, he wasted no time in figuring 
out batting averages during business hours. On the 
contrary, he was diligent, quick, and ambitious. He 
contrived to learn many useful facts about steel during 
the year which he spent in the service of the Vulcan 
Steel Company. 

Inclining by natural aptitude toward the selling side 
of industry, he secured a position with the Simmons 
Hardware Company of St. Louis, Missouri. After 
a year’s experience with that firm, he spent four years 
in the employ of the Battie Manufacturing Company 
of St. Louis. All the while he was adding to his store 
of knowledge concerning the 
marketing of merchandise. 
He realized that salesmanship 
is a continuous schooling. 
Every day brings new appli- 
cations of old lessons. The 
realization of this fact be- 
came a settled conviction dur- 
ing the ten years which he 
spent as a traveling salesman 
in the West, including New 
Mexico and Arizona. 

At the end of the ten years, 
rank S. Hawken became as- 
sociated with the Bridge and 
seach Manufacturing Com- 
pany of St. Louis, Missouri, 
manufacturers of: stoves, for 
whom he acted as traveling 
sales representative from the 
year 1897 to 1905. From 1905 
to 1907 he represented the 
Globe Stove and Range Com- 
pany of Kokomo, Indiana. 
Then for five years, from 
1908 to 1913, he represented the Estate of P. D. Beck- 
with, makers of stoves and warm air heaters, Do- 
wagiac, Michigan. During the four subsequent years 
he was engaged in the chair manufacturing business. 
In 1917, he formed a connection with the Medical 
Supply Department of the United States Government 
in Philadelphia, Pennsylvania, where he is now. 

The popularity of Frank S. Hawken among his fel 
low craftsmen of the road is clearly manifested by his 
recent election as President of the Stove Salesmen’ 
Association of Pennsylvania for the year 1920. Hi 
dispenses good cheer on all occasions. He likes to read 
books of almost every kind. He enjoys baseball. [ile 
has no special hobby because he gets fun and pleasure 
out of all hobbies. 
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JOHN R. McKNIGHT. 


In Dean Swift’s Gulliver's Travels there is an ac- 
count of a man in the kingdom of Laputa who “had 
been eight years upon a project for extracting sun- 
beams out of cucumbers, which were to be put in 
phials hermetically sealed, and let out to warm the 
air in raw inclement summers.” The persistence and 
patience of the Laputian experimenter were far be- 
yond the ordinary. But they were exercised upon a 
foolish scheme. His singleness of purpose and per- 
severance, so praiseworthy in the abstract, were made 
futile and ridiculous by the nature of his quest. The 
average man of our day smiles when he reads about 
eight years squandered in trying to remove sunbeams 
from cucumbers and bottle their energy for future use. 

Nevertheless, an analysis 
of the failures in life will dis- 
close waste of time and mis- 
direction of effort as absurd 
in their purpose as any en- 
deavor to extract sunbeams 
from cucumbers. Part of the 
sun is locked up in every plant 
and in every muscle and every 
brain cell, in every lump of 
coal and in every oil well. But 
it can not be released for the 
service of man except by 
practical methods coupled 
with diligence, labor, and will 
power. There is a wrong 
way and a right way of doing 
things and the difference be- 
tween them is the difference 
between progress and stagna- 
tion, 

Hundreds of men pull 
themselves up out of the 
ranks of toil and scores of 
them fall back again to the 
old levels for no other reason than that they lack the 
only substitute for genius in this world—and that is, 
practical common sense. The few who gain a firm foot- 
ing upon higher ground do so by discarding theories 
in favor of facts. They take things as they are and 
make no attempt to revolutionize conditions, being 
satisfied to bring about improvements in harmony with 
the main tendencies in the evolution of business. 

John R. McKnight, Secretary of the Keystone As 
sociation of Pennsylvania Stove Manufacturers, is one 
of the comparatively few men who rise from the posi- 
tion of wage-earners to responsible office in the indus- 
trial world. He was born in Reading, Pennsylvania, 
and attended grammar and high schools in that city. 
He had no velvet-lined job waiting for him when he 





finished his education. He entered the employ of the 
Mount Penn Stove Works and applied himself to 
mastering the trade of molder. A foundry is no place 
for day-dreaming. But it offers numerous opportu- 
nities for extracting sunbeams from brain cells as well 
as from muscles. In other words, the craftsman who 
is ambitious finds therein many things which require 
thought as well as effort and which can be utilized 
for the development of skill, talent, and practical 
knowledge. 

By taking advantage of every such opportunity 
John R. McKnight worked his way from molder in 
the foundry of the Mount Penn Stove Works to the 
presidency of that company. He took up the duties 
of the office and studied the 
problems connected therewith 
in the same spirit of practical 
craftsmanship which actuated 
his labors as a molder in the 
foundry. He soon perceived 
the necessity for cooperation 
among stove manufacturers 
for the betterment of the in- 
dustry. Therefore, he took 
up the work of a Trade Sec- 
retary for the Pennsylvania 
and the Maryland and Vir 
ginia Associations of Stove 
Manufacturers. lor the past 
sixteen years he has been en 
gaged in fostering the growth 
and strengthening the influ- 
ence of these organizations, 
with the exception of a short 
period when he assumed the 
position of General Manager 
of the Isaac A. 


Philadelphia, 


Sheppard 
Company of 
Jaltimore, and New York. 

He is now Secretary of the Keystone Association 
of Pennsylvania Stove Manufacturers as well as of 
the Maryland and Virginia Association; and during 
the war he served as a member of the War Service 
Committee of Furnace Manufacturers. John R. Me 
Knight is a member of the Sons of the Revolution 
and a Thirty Second Degree Mason. He served eleven 
years in the National Guard of Pennsylvania from 
which he resigned as a Lieutenant. He is now devot- 
ing all his time and talents to the interest of the many 
stove manufacturers whom he represents as a Trade 
Secretary. His friendliness of nature is magnetic. 
Instinctively, people trust him and—when they come 
to know him—place full confidence in the accuracy 
of his judgment. 
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| UP TO THE MINUTE 











The Barstow Stove Company of Providence, Rhode 
Island, is planning extensive additions to its plant. 

The Excelsior Foundry Company of Belleville, Illi- 
nois, has secured permit for the erection of an addi- 


tion to its foundry. 
“e- 


RE-ELECTS ALL ITS OFFICERS. 





The stockholders of the Bridge and Beach Manu- 
facturing Company, manufacturers of stoves and 
ranges, St. Louis, Missouri, at their annual meeting, 
January 20, 1920, re-elected the following officers and 
directors for the ensuing term: 

Hudson E. Bridgé, President and Treasurer ; 

Leo H. Booch, Vice-president and Manager ; 

Henry C. Hoerner, Vice-president ; 

Louis H. Riecke, Secretary ; 

George Leighton Bridge, Assistant Secretary ; 

A. F. Gammeter, Assistant Treasurer ; 

Laurence D. Bridge, Assistant Treasurer. 

Directors: Hudson E. Bridge, Leo H. Booch, Henry 
C. Hoerner, John F. Shepley, Louis H. Riecke, Lau- 
rence D. Bridge and George Leighton Bridge. 
BLAMES EXCESS PROFITS TAX FOR 

HOLDING UP PRICES. 





Declaring that the excess profits tax acts as a pen- 
alty on conservative capitalization, Federal Trade 
Commissioner William B. Colver blamed that tax for 
holding up prices, in an address last week in New 
York City. “The excess profits tax,” he said, “was 
never intended to be a revenue measure, and with the 
cessation of price fixing by the government it should 
be repealed. It was criginally intended to minimize 
the difference in cost of production among the vari- 
ous manufacturers at the time when the government 
was fixing prices, in order that the maximum of pro- 
duction might be reached. At present it acts as the 
cornerstone of the intolerable price structure which 
exists in the country at present. 

“The cost of collection and the intricacies that the 
law contains, serve to use up four out of five of the 
dollars collected, before they get into the hands of the 
government. In my opinion, the repeal of this law 
would mean an immediate lowering of the price level 
that is a burden on producers, consumers and tax- 
payers alike, 

“It is neither useful nor profitable to continue to 
export goods on a credit basis. The continuing ad- 
vances of credit of the United States to Europe tends 
only to further increase Europe’s debt to us. Of 
course, it would be useful for us to receive credits 
created by our European customers with a third party 
from whom we ourselves are importing goods. As 
for example, South America, as a result of the ex- 
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| NEWS SIFTINGS 


port of American goods, or raw materials to Europe 
and the sale by Europe of goods to South America. 
But this is nothing more nor less after all than an 
exchange of goods. 

“Instead of further government credits our indus- 
tries may well put their shoulder to the wheel in the 
matter of facilitating credit to foreign buyers and 
this will enable the foreign demand to continue. Also 
an investment on the part of the people of this coun- 
try in the soundest securities—industrials and others— 
of our friends across the sea, would build up a solid 
foundation for foreign exchange and be beneficial to 
all parties. 

“The artificial price structure must come down. 
Over-stimulated wages, over-capitalization of expecta- 
tions and false factors in costs must come out if this 
country is to have its sails properly reefed and its 
hatches battened down to meet the storm which has 


-followed every great war that the world has ever 


seen.” 


THE GRAIN CAN BE CULTIVATED. 








The brain can be cultivated just as well as a tree or 
plant. Placed in a soil of proper environment, and 
warmed by the sunshine of opportunity, the brain 
grows strong and hardy, and capable of great achieve- 
ment. As the oak withstands the storms of winter, so 
does the well developed mind withstand the storms of 
adversity, and comes forth with still greater power of 


resistance and achievement. 
ee 
OBITUARY. 





William G. Fischer. 

Bronchial pneumonia caused the death, January 18, 
1920, of William G. Fischer, President and founder 
of the stove and range company, Cincinnati, Ohio, 
bearing his name. He was 68 years old. His first 
place of business was on Fifth Street, Cincinnati, 
Ohio, opposite the Federal Building, where he or- 
ganized the company in 1872. He was one of the 
first men in Cincinnati to engage in the manufactur: 
of steel ranges. 

Alphonse Fischer, a son, who is Assistant Purchas- 
ing Agent of the Cincinnati Traction Company, and 
Mrs. D. J. Downing and Miss Malinda Fischer, 
daughters, both of Cincinnati, survive. 

C. J. Burkhart. 

One of the best known and most popular installers 
of warm air heaters in the Northwest was C. J. Burk- 
hart, of Portland, Oregon, who died last week and 
was buried Saturday, January 17, 1920. By the main- 
tenance of a high standard of workmanship and the 
use of equipment adequate to the requirements of 
each installation, he did much to introduce the warm 


air heating system in his part of the country. 
Dene 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retaile: 











AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
‘hardware and metal prices corrected weekly. 
You will find these on pages 40 to 45 inclusive. 








The Fowler Nail Company of Seymour, Connecti- 
cut, contemplates the removal of its plant to Buffalo, 
New York. 

Prange-Geussenhainer Company, general hardware, 
Sheboygan, Wisconsin, has increased its capital from 
$25,000 to $75,000. 

St. Louis Truck Hardware Manufacturing Com- 
pany of St. Louis, Missouri, is erecting an addition to 
its plant, 35 by 48 feet, one story high. 

Boderland Hardware Company has been incorpo- 
rated at Donna, Texas, with capital stock of $125,000 
by E. J. Jameson, W. B. Brooks and H. A. Black. 

The Simond Manufacturing Company, saw makers, 
of Fitchburg, Massachusetts, have commenced work 
on a four-story addition to their plant, 60 by 100 feet. 

At Billings, Montana, the Midland Hardware Com- 
pany has been incorporated by David Lindsay, J. A. 
Gardner and A. H. McArthur with a capital stock 
of $40,000. 

With a capital stock of $250,000 the South Texas 
Hardware Company has been incorporated at Hous- 
ton, Texas, by C. B. Granbury, George W. Cleveland, 
Jr.. and T. H. Monroe. 

C. L. Pell, William J. Boyer and Mary E. Boyer 
of Thomas, West Virginia, have incorporated the 
People’s Hardware and Furniture Company, with a 
‘capital stock of $50,000. 

Plant extensions to the extent of $250,000 have 
been authorized by the stockholders. of the Billings 
and Spencer Manufacturing Company, tool manufac- 
turers, Hartford, Connecticut. 

incorporation papers have been secured by the 
Polon Hardware Manufacturing Company, New York 
City, with $6,000 capital. Incorporators are L. J. 
Fine, A. G. Friesner and M. Kahn. 

Incorporation papers have been issued to the Kra- 
mer Hardware Company, at Dayton, Ohio, capital 
stock $50,000. The incorporators are Edward D. 
Kramer, George Kramer, Edward T. Hall and Roland 
W. Baggott. 

Lamar Hardware and Furniture Company of La- 
mar, Oklahoma, has secured incorporation papers. The 
<apital stock amounts to $12,000 2nd incorporators are 
J. E. Summers and I. S. White of Lamar, and B. C. 
Robison of Carson, Oklahoma. 


o> 
.— 





There is no money saved by hiring “bargain” help. 
‘Clerks who work cheap generally are cheap clerks and 
<annot deliver even the cheap business. 


WILL ESTABLISH NATIONAL RETAIL 
HARDWARE ASSOCIATION’S OFFICES 
IN CHICAGO. 

In accordance with a decision of the Board of Gov- 
ernors of the National Retail Hardware Association, 
the offices of the organization will be moved from 
Argos, Indiana, to Chicago, Illinois, as soon as ar- 
rangements can be completed for that purpose. The 
decision was made at. the semi-annual meeting of 
the Board of Governors in Argos, Indiana, at which 
the following were present: National President J. M. 
Campbell, Bowling Green, Missouri; Secretary-Treas- 
urer, Herbert P. Sheets, Argos, Indiana; Vice-presi- 
dent Mathias Ludlow, Newark, New Jersey; Past 
President C. T. Woodward, Carlinville, Illinois; Di- 
rectors F. B. Boyce, Wellsville, New York; C. H. 
Casey, Jordan, Minnesota; E. M. Healey, Dubuque, 
Iowa; F. E. Strong, Battle Creek, Michigan ; George 
Gray, Coshocton, Ohio; Hamp Williams, Hot Springs, 
Arkansas ; R. W. Hatcher, Milledgeville, Georgia ; and 
Charles E. Hall, Indianapolis, Indiana. 
PUBLISHES CONVENTION PROGRAM OF 

INDIANA HARDWARE DEALERS. 





Preparations have been completed for the Twenty- 
first Annual Convention of the Indiana Retail Hard- 
ware Association, which is to be held January 27, 28, 
29, and 30, 1920, in Athenaeum Hall, Indianapolis, In- 
The program for the sessions is as follows: 

Monday, January 26th. 

2:00 p. m.—Meeting of Executive Committee, Lyra 
room, Athenaeum Hall. 

Tuesday, January 27th. 

10:00 a. m.—Grand opening of the Hardware Ex- 
position; Registration of Members, Exhibitors and 
Guests ; Distributing Badges. 

1:30 p. m.—Music and Community Singing. 
exhibitors, guests 


diana. 


( This 
session open to members, and 
friends. ) 

2:00 p. m.—Invocation; Remarks by 
address, “The Spoils of War,’ by Charles Louis De 
sone, Dallas, Texas; “Pinning Down a Paint Pros- 
pect,” by George H. Trees, salesman; R. A. Peterson, 
prospect (A 20-minute salesmanship demonstration). 
Appointment of 


President : 


Introducing Friends and Guests; 
Committees. 
Wednesday, January 28th. 

9:30 a. m.—Music and Singing. Executive session 

10 :00—Question “Store Arrangement and 
System.” 

11:00—Secretary’s Report; Treasurer’s Report; 
address, “Brass Tack,” Jesse McKinney, Dunkirk 

1:30 p. m.—Song and Music. 
Question Box: “Meth- 


30x: 


2:00—Executive Session. 
ods of Distribution.” 
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3 :00—Address, “You and Your Business,” by H. P. 
Sheets, National Secretary; Report of Pittsburgh Na- 
tional Convention, by H. E. Romey, Columbia City ; 
Election of Delegates to Buffalo National Convention 

Thursday, January 29th. 

9:30 a. m.—Music and Singing. 

10:00—Executive Session. Question Box: “How 
to Increase Volume.” 

11:00—Address, “The Other Blade of Grass,” by 
J. M. Campbell, Bowling Green, Missouri, President 
National Retail Hardware Association ; “Liability In- 
surance,” by Carl N. Jacobs, Stevens Point, Wiscon- 
sin. 

1:30 p. m.—Music and Singing. 

2:00—Executive Session. Question 
and Credit ;” “General Questions.” 

3:00—Reports of Committees and Election of Off- 


Box: “Cash 


cers. 

7:00 p. m.—Banquet at the Claypool Hotel. 
er of the evening, Roy Soule, New York City. 

Friday, January 30th. 

9:30 a. m.—Music and Singing. 

10:00—Address, “Needed Cooperation for Devel- 
opment of Indiana Agriculture,” Prof. G. I. Christie, 
Superintendent Agricultural Extension Department, 
Discussion; new and unfinished 


Speak- 


Purdue University. 
business ; adjournment. 

12:00, Noon—Hardware Exposition closes. 
2:00 p. m.— Meeting of New Executive Committee, 


Athenaeum Hall. 


HAMP WILLIAMS TELLS OF HIS WORK. 





Conspicuous in the hardware trade of the South by 
reason of his ability, his spirit of cooperation, and 
his willingness to spend himself in advancing the gen- 
eral interests of the trade is Hamp Williams, of the 
Hamp Williams Hardware Company, Hot Springs, 
Arkansas. He has a right to be proud of his twenty- 
four years in the hardware business. There is no 
suggestion of boasting, therefore, in the friendly cir- 
cular which he is sending out to his customers and 
friends and which is herewith reproduced: 

“The close of January, 1920, adds another year to 
my time register, making a total of twenty-four years 
in the hardware business in Hot Springs, Arkansas. 

“During these years [| have succeeded fairly well 
financially and have accumulated vast fortunes of 
pleasure and good will to my fellow men, for all of 
which I am indebted to my friends, a debt I want to 
liquidate by giving service—the best that is in me. 

“When | began the hardware business in 1896 with 
a capital of exactly $775.00, I had men to work for 
me until 1903 and succeeded fairly well. I then 
stopped having them work for me, and thereafter had 
them work with me, and as evidence of the success of 
the new plan my first year’s sales were approximately 
$6,000.00; 24 years later approximately $400,000.00 
This plan gives me much greater dividends on capital, 
and a great deal more pleasure. 


“T now take this method of expressing my gratitude 
to the public and my employes, who are working with 
me, for their unfaltering fidelity, patronage and co- 
operation. 








January 24, 1920. 






“The foundation of the Hamp Williams Hardware 
Company has been permanently established upon prin- 
ciples of honor and service, and as we increase in 
terms of years, we hope to increase in good service. 
Not merely serving merchandise over the counter, but 
more in giving constructive service to the public, to 
our schools and churches, and helping to build a city 
and country of paved streets and good roads, and to 
dispense charity wherever needed. 

“Yours very truly, 
“Hamp WILLIAMS.” 


——-->-<>-o— _— 


HARDWARE CLUB OF CHICAGO GIVES 
DINNER, DANCE AND MUSICALE. 

Different from and better than most of the previous 
functions of the kind was the entertainment presented 
to its members by the Hardware Club of Chicago, Sat- 
urday evening, January 17, 1920, beginning at 6:30 
o'clock. The occasion was a dinner, dance, and musi- 
cale for the purpose of developing a spirit of fellow- 








Allan J. Coleman, President Hardware Club of Chicago. 


ship among the members and their families and giving 
the newly admitted members an opportunity of be- 
coming better acquainted with their associates in the 
Hardware Club of Chicago. 

Allan J. Coleman, President of the Hardware Club 
of Chicago, called upon the assembled members and 
their guests to open the evening’s diversion with the 
singing of “The Star Spangled Banner.” He then 
introduced The American Ladies Trio in words of 
praise, which were fully justified during the course 
of the evening by the excellent singing of the ladies. 
He called attention to the fact that two of the 
American Ladies Trio, namely, Mrs. E. Mai D. La 
Barre, and Miss Loie Billings, are sisters of James A. 
sillings of the Dearborn Hardware Manufacturing 
Company, Chicago, Illinois, one of the most diligent 
and enthusiastic members of the Hardware Club. Be- 
cause of his quiet humor, he is affectionately known 
among the members as “Josh” Billings. President 
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Coleman mentioned that The American Ladies Trio, 
through the courtesy of the brother of two of them, 
gave their services gratuitously for the evening’s en- 
tertainment. 

The singing of The American Ladies’ Trio was 
characterized by a professional smoothness of ex- 
pression and interpretation which has gained for them 
a reputation in the musical world. Mrs. E. Mai D. 
La Barre sang a solo entitled “My Heart Is Singing.” 
She was accompanied by Miss Anna Stewart, pianiste. 
The members of The American Ladies’ Trio, namely, 
Mrs. E. Mai D. La Barre, Miss Vivian Soderstam, 
and Miss Loie Billings, are so evenly matched in vocal 
ability that it would be impossible to say which of the 
three made the most favorable impression upon the 
assembly. 

An orchestra possessed of originality enough to 


avoid hackneyed selections delighted the assembly’ 


during the dinner with a program in which melody 
was not sacrificed to musical technicalities. 

Special vocal selections were rendered by Henry B. 
Selcer, who is gifted with a voice of unusual emo- 
tional range. 

The dinner was of excellent quality and served with 
the deftness for which the Hardware Club of Chicago 
is deservedly famous. There were no speeches to in- 
terfere with the pleasant flow of the evening's enter- 
tainment. When the last morsel of dessert had been 
palatably negotiated, the diners retired to the loung- 
ing room and the dining room was cleared of its 
tables and made ready for the evening’s dancing. 

Much credit is due to the Entertainment Commit- 
tee of the Hardware Club of Chicago, Henry A. 
Squibbs, and John S. Kandy, for their efforts in mak- 
ing the dinner, dance, and musicale so pronounced a 
success. Functions of this sort are potent factors in 
developing the strength of the organization and they 
render it easier to make desirable additions to the 
roster of the club. Seventy-seven new members joined 
the Hardware Club of Chicago during the recent 
The resident membership 
It will 
be seen, therefore, that the seventy-seven’ new mem- 


campaign for membership. 
prior to their admission to the ranks was 283. 


bers constitute a substantial increase for the Hard- 
ware Club of Chicago. 


—————-  - eee — 


JUST ABOUT TIME LEFT TO WIN PRIZE 
BEFORE CLOSE OF THE WINDOW 
DISPLAY COMPETITION. 


Are you holding any photographs of your window 
displays? Mail them now. The contest will 
soon. Mostly all the participants have entered their 
one or more exhibits already. A few are straggling 
in behind. There is yet time for you to participate, 
if you hustle. Remember AMERICAN ARTISAN AND 
Harpware Recorp Window Competition 
closes February 2, 1920. 
ment of the date of termination of this contest. No 
You must get to 


close 


Display 
There will be no postpone- 


extension of time will be allowed. 
work now if you have not already begun a window 
display. Probably the one you have in your window 
space at the present time would win a prize. Photo- 
graph it. Perhaps, a little changing of detai!s will 
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make it a prize window exhibit. Look it over. Clean 
your window and have a picture made of your present 
window arrangement. The very act of comparing 
your work of window displaying with other hardware 
merchants is worth the effort expended. Of course, 
the competition will be brisk. But are you afraid of 
that? If you are, you would better quit business right 
now. A man who fears competition and has not the 
grit to face it has no excuse for being engaged in busi- 
ness. Business itself is wholesome competition. This 
contest is a test of the relative skill of hardware mer- 
chants to make gainful window exhibits. What is 
your mark? Let the judges in AMERICAN ARTISAN 
AND HARDWARE ReEcorRD window display contest tell 
Above all, bear in mind the shortness of the 
However, do not let 


you. 
time in which you have to work. 
this hinder you. Start in to work immediately. Think 
accurately and plan closely. You have just about time 
to win. First of all read the rules appended herewith. 
They are simple. Then start to arrange your win- 
dow display: 
Award of Prizes. 

The prizes will be awarded as follows: 

First prize $50.00 in cash, for the best photograph 
and description received of window display of hard- 
ware or kindred lines; 

Second prize, $25.00 in cash, for the photograph 
and description second in merit; 

Third prize, $15.00 in cash, for the photograph and 
description third in order of excellence; 

Fourth prize, $10.00 in cash, for the photograph 
and description fourth in degree of worthiness, 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photograph must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. The description is important and 
hence should be adequate. These photographs and 
descriptions may be sent by mail or express, charges 
prepaid, and must reach this office not later than Feb- 
ruary 2, 1920. Address all photographs and descrip- 
tions to AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition, 620 South Michigan 
Avenue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put in a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed. One of them will be an expert window 
dresser and one an experienced hardware man. This 
Committee will pass upon the merits of all photo- 
graphs and descriptions received, without knowing 
the names or addresses of the senders, and will decide 
the winners of the Competition. 

AMERICAN ARTISAN AND HARDWARE RECORD re- 
serves the right to publish all photographs and de- 


scriptions submitted. 
—— er 


Money has little value compared with the joy of 
building up a great business and a strong career. 





,> 
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INSTRUCTIVE MEETING IS HELD BY THE 
AMERICAN WASHING MACHINE 
' MANUFACTURERS’ ASSOCIATION. 

At the Fourth Annual Meeting of the American 
Washing Machine Manufacturers’ Association held 
at the Sherman Hotel, Chicago, Illinois, January 21 
1920, a large amount of business was tran- 
sacted. Preparations for the extension of the Asso- 
ciation’s work in the interest of the members was con- 
sidered and favorably acted upon. The important 
questions of the day and their relation to the washing 
machine industry were discussed, the majority of the 
members present showing their keen interest in practi- 
cally every phase of activity which touches upon the 
washing machine industry. Sherman Rogers of New 
York City delivered an authoritative address on the 
Relationship Between Capital and Labor. His re- 
marks were received approvingly by the meeting. An 
interesting review of the Galvanized Sheet Steel and 
the Steel Situation was given by George W. Scott of 
the Stark Rolling Mills Company, Canton, Ohio 
“Strikes, unrest and the general labor situation make 
the galvanized sheet steel and steel market uncertain,” 
said Mr. Rogers. He urged manufacturers to abide 
by their contracts and in no circumstances to cancel 
them. “If you have an opportunity to purchase any 
materials that you need, do not hesitate waiting for 
the price to drop; buy them,’”’ Mr. Rogers advised. 





and 22, 


The combined annual report of President W. L. 
Rogers and Secretary Raymond Marsh, which is a 
thorough exposition of the status of the washing ma- 
chine industry and résumé of the work conducted in 
behalf of the Association by the secretary, is appended 
herewith : 

Combined Annual Report of W. L. Rogers, President, and 

Raymond Marsh, Secretary, Delivered at the Fourth 

Annual Meeting of the American Washing Machine 

Manufacturers’ Association, Held at the Sherman 
Hotel, Chicago, Illinois, January 21 and 22, 1920. 


The American Washing Machine Manufacturers’ Asso- 
ciation has just completed the fourth year of its existence. 
During the year just closing, eleven new members were 
added to the membership list which now carries the names 
of 84 manufacturers of washing machines for household 
use. I do not believe that there is any manufacturer of 
washing machines of any size now not a member of the 
association. The industry is thoroughly organized and the 
washing machine manufacturers seem to have but one idea— 
that of co-operation among competitors through the associa- 
tion has proven, beyond question, to be of great benefit to 
all the members of this organization. There has not been a 
single resignation during the past year. I believe it un- 
necessary for me to say much about the value of individual 
membership, as it must be plain to all that our co-operative 
efforts, expressed through the association, are paying a fine 
return on the investment. Like nearly all other industries 
of this country today, our business is booming, and even 
with increasing production on the part of the members, the 
demand continues much greater than the supply. This con- 
dition has surely created in you a faith in the industry 
which can not be shaken. We have all learned that we have 
been warranted in going ahead with confidence, as the de- 
mand for washing machines has enabled us all, I am sure, 
to secure a reasonable profit over and above even the present 
high cost of labor and materials. 

_ During 1919 many washing machine manufacturers were 
seriously curtailed in their production programs through 
the shortage of wringers, motors, copper sheets, steel and 
iron products. The shortage of these basic materials and 
trouble with the labor producing them may possibly have 
limited production during the year just closed. In my 


opinion, the shortage of materials during 1920 will be even 
more serious than during the past year. 
Warns of Wringer Shortage. 
To my mind, by far the most serious trouble we are 
During the past 


facing now is the shortage of wringers, 
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year, the two leading manufacturers of wringers were un- 
able to supply the demand of the manufacturers of washing: 
machines and I am told that practically the entire production 
of the two leading manufacturers has now been taken for 
the entire year 1920. It requires a very little stretch of 
imagination to know what might happen if one of the wringer 
manufacturers had serious labor troubles or should meet 
with a fire loss or any other unforeseen troubles. The re- 
sult of trouble of this kind would be that the washing 
machine manufacturers would be practically out of business 
through no real fault of their own. I recommend that this 
situation be given immediate consideration upon the part 
of the members of this association, as the condition today is 
surely bad enough and if we washing machine manufac- 
turers do not find a remedy for this condition, and promptly, 
I greatly fear that many of us will be greatly embarrassed 
in our efforts to increase production and keep step with the 
large demand experienced now, and in my opinion, the even 
larger demand for our products which may be experienced 
during this and, I hope, many succeeding years. 


Demand for Materials Above Supply. 


The supply of almost all kinds of materials is very 
considerably less than the demand. The shelves of the 
American manufacturers and merchants are practically bare. 
Output has been restricted by labor and other troubles. We 
all know that, during the war, there was a tremendous in- 
crease in manufacturing equipment and, at the close of the 
war, many of us feared an over-production. Surprising as 
it may seem, the production of raw materials during 1919’ 
very slightly exceeded the production of 1915. Some of us 
who may have been fearful about after-war conditions, prob- 
ably did not take into consideration the tremendous yearly 
growth of the business of this wonderful country of ours. 

During 1919 there was, of course, much unrest among 
labor but it now seems to be generally believed that much 
less trouble will be experienced with labor during the present 
year. Labor has been fortunate through the fact that they 
have, during the past few years, been to a considerable de- 
gree under the influence of radicals of the Wm. Z. Foster 
and the Fitzpatrick type in the steel industry. 


Steel Market Is Bare. 


The steel outlook for 1920 is one of strength. The actual 
production of steel during 1919 was approximately 65 per cent 
of the total capacity. Manufacturers of nearly all steel 
products have now sold their production many months ahead 
Further price advances in finished products seem almost cer- 
tain. I believe our members using steel bars, rods, galvan- 
ized sheets, pipe, etc., will make no mistake in placing their 
orders well in advance of actual requirements. 

Without desiring, in any way, to disturb you, I feel sure 
that we will shortly see a decided restriction in commercial 
credits which would certainly justify caution in making long 
commitments at this time. It would be advisable also at 
this time to carefully review large outstanding accounts re- 
ceivable. Those among our members who have been study- 
ing basic conditions closely during the past few weeks have 
surely noticed that money rates have stiffened and that the 
bankers, especially in the East, are restricting lines of credit. 
While our industry has been growing tremendously, some 
of us may have been carried away by our enthusiasm. but 
to my mind just now is the time to stop, look and listen. 
and then go ahead with renewed energy and enthusiasm 
when the tracks are clear. 


Should Pay Attention to Distributor and Consumer. 


While the washing machine business has expanded so 
rapidly, we should give serious consideration to certain con 
ditions under which our product is distributed to the jobber 
or the dealer or to the ultimate consumer. Should washing 
machines produced by our members be distributed under the 
so-called premium plan of merchandising? Is such a plan 
fair to other manufacturers and to the ultimate consumer? 
If this practice is continued, the reaction will certainly effect 
the whole industry. This and similar selling methods call 
for frank and straightforward thinking, and surely demand 
our earnest consideration. For instance: If a manufacture: 
or a manufacturers’ agent in St. Louis persisted-in the plan 
of offering a premium with washing machines, it is only 
reasonable to suppose that such an abuse would rapidly 
spread to Chicago, New York or Pittsburgh. I believe th« 
practice is not only unfair but think, also, it is entirely con- 
trary to the law. I think the members of this association 
should in every reasonable and straight-forward way ure¢ 
all manufacturers and their distributors to follow fair and 
reasonable and sound business practices in marketing our 
product. In the experience of other large associations 0' 
manufacturers or jobbers it has always been found that un 
fair practices could be eliminated when the offending con- 
cern was shown clearly that the practice which had been 
followed was frowned down upon by their competitors and 
was injurious to the industry as a whole. 

Opposes Unfair Practices. 

I declare here, and now, that this association stands for 
a square deal for all its members, large and small. I further 
declare that no manufacturer or group of manufacturers 
in this or any other business can persist in any unfair prac- 
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tice or continue a mistaken policy harmful to his fellow 
manufacturers without suffering for his offense in the final 
analysis. If this association is to continue to be a vital 
factor in our industry in the future, as it has in the past, 
it will be necessary for all of us to work diligently and 
collectively to make this organization one of real usefulness 
and influence, placing and keeping our industry where it right- 
fully belongs among the big business of this wonderful 
country, in which we are privileged to live and move and 
enjoy a freedom vouchsafed to no other nation on earth. 


Advocates Time Payment Plan. 


This association has, on several occasions, declared its 
principles with reference to the free trial proposition and 
deferred payment plans. While abuses have, of course, crept 
up into the selling methods of some of our distributors 
nevertheless it seems to have been clearly demonstrated by 
our dealers that, the time payment plan has resulted in a 
very considerable additional volume of business for our 
products. It is, of course, necessary and desirable for us, 
as manufacturers, to guard in every possible way against 
unfair or unbusinesslike methods of handling our products, 
but it seems now to be the accepted practice in many large 
cities to freely offer the deferred payment plan. We should, 
as manufacturers, see to it that our distributors add a fair 
and reasonable amount to our list prices to cover interest 
and carrying charges when’ machines are sold on time. On 
investigation, we have found that a great many dealers quote 
the higher list, or time payment, price, and then follow with 
the statement that the cash payment would be somewhat less. 
| hope that all the members of this association will see to it 
that their agents add a reasonable percentage to all list prices 
when time payments are desired by the buyer. It might be 
well for the association to consider, at this time, or at a 
later meeting, the desirability of establishing a certain fixed 
percentage to be added to the regular cash price or list price 
of all washing machines when the deferred payment plan 
is used by our dealers. 

At many of our meetings we have discussed the subject 
of a “Cooperative Advertising Campaign.” The time has 
now arrived when the association and the industry can very 
well afford to start such a plan to educate the housewife 
to the effect that the family washing should always be done 
at home “for sanitary reasons.” I recommend the appoint- 
ment of a committee to devise ways and means for putting 
on such a cooperative advertising campaign. 

We should carefully scrutinize all our advertising copy 
before its publication in catalogues, trade papers and other 
mediums. In some recent washing machine advertising state- 
ments have been made to the effect that some special feature 
of the advertisers machine was made by that concern ex- 
clusively whereas, as a matter of fact, the same features 
have been used by other manufacturers for many years. I 
merely call attention to this matter because I do not believe 
that any member of the association would intentionally pub- 
lish a misleading statement. I think that in our advertising, 
we should, of course, call attention to all of the good facts 
and features in our particular washing machine but it is well 
also to bear in mind that our advertising should, to some 
extent, be general, because while we want to sell our own 
individual products, we surely want: our advertising so ar- 
ranged that it will help our competitors and help the industry 
in general. Personally, I have always felt that every ma- 
chine sold a competing manufacturer made a prospect for 
the sale of the products of my company. I know that other 
manufacturers of washing machines feel as I do in this mat- 
ter. It seems, therefore, all the more necessary that each 
one of us should, in every way, so shape our advertising and 
selling policies that the industry, in general, may be benefited. 


Secretaries Activities Extensive. 


During the past few years, our Secretary, Mr. Marsh, 
has been exceedingly busy and especially has this been the 
case in the year just closed. In 1919 our secretary staged 
16 demonstrations of washing machines for household use 
at as many different state universities and before county 
state Home Demonstration Agents in several states. Other 
demonstrations could have been made if the association force 
had been large enough. It is now planned that this demon- 
stration work shall be put on in every state of the union in 
cooperation with the Extension Division, United States De- 
partment of Agriculture. Miss Keown has been granted a 
year’s leave of absence from the department to work with 
this association and the work will be carried on under her 
direction and supervision. Miss Mary E. Keown was for- 
merly Assistant, States Relations Service of the Extension 
Division, United States Department of Agriculture. Miss 
Keown will become assistant secretary of the association and, 
i addition to directing and supervising the demonstration 
work just mentioned, she will also undertake the preparation 
of copy for a manual or text-book concerning our products. 
You will hear more concerning the proposed text-book at 
this meeting. 

I am sure the members of the association will all regret 
exceedingly the resignation of our Secretary, Mr. Marsh, 
who has so efficiently filled the position during the past four 
years. Mr. Marsh has become connected with a washing 
‘machine manufacturer, a concern. who is a member of this 


association, and I know that the members of the organiza- 
tion will extend to him the right hand of fellowship and 
wish him unlimited success in his new connection. At this 
meeting the executive committee will submit to you their 
choice for a new secretary of this organization. It will also 
be necessary to elect, at this time, a new president and other 
officers. 


In conclusion, I wish to express to all the members of 
the association my sincere appreciation for the many cour- 
tesies extended to me during my term as president. I am 
under obligation to all the members of this association for 
their hearty support during my term of office. I believe 
that, while the association has accomplished wonders since 
its organization, that during this and succeeding years even 
more important matters will be brought up and | wish for 
my successor and for all the members of this association un- 
bounded prosperity during the coming years. 


A careful perusal of the foregoing combined annual 
report of W. L. Rogers, and Raymond Marsh, respect- 
ively President and Secretary of the American Wash- 
ing Machine Manufacturers’ Association, will demon- 
strate quite clearly the power of organization as con- 
trasted with dissociated individual effort. The pros- 
perity of the manufacturers of washing machines in 
this country is due, in a large measure, to their intelli- 
gent cooperation regarding all matters of interest to 
the common welfare of the industry. Not only have 
the manufacturers benefited in their finances through 
such coordination but the consumer has been given 
advantages which otherwise would not be available. 
That is to say, improvements in washing machines 
and better marketing conditions coupled with a strong 
educational campaign have resulted in lightening the 
labors of the average household and thus promoting 
comfort and happiness. 


~~ 


SECURES PATENT FOR GRIDIRON. 





Under number 1,327,258, United States patent 
rights have been granted to Jean Jacques Seguier, 
Castres, France, for a gridiron described as follows: 

In a gridiron the 
combination of a 
series of grid bars, 
two side walls par- 
allel with said grid 
bars forming sup- 
porting feet for the 








gridiron and ex- 
tending beyond the 





extremities of said grid bars, two transverse bars con- 
necting said side walls and upon which the extremi- 
ties of the grid bars are’ supported, two transverse 
rods connecting said walls, a detachable wire gauze 
sheet of fine mesh substantially level with the bottom 
edges of said side walls and having its front edge bent 
upward to rest on one of said transverse rods a hook 
shaped plate attached to and extending along the rear 
edge of said wire gauze sheet and adapted to be hooked 
over the other of said transverse rods a second bent 
plate attached to and extending along said rear edge 
of said gauze sheet and forming a handle for detach- 
ing the same, a gravy trough extending across the 
front side of the grid-iron and the handle attached 
to said gravy trough. 


ccetmenriainietdiensiniliadaiana 

The amount of stock a dealer should carry depends 
not upon the room he has or the amount of capital at 
his command, but upon the demand ex‘sting for ‘h- 
goods. 
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FAVORS MORE REASONABLE LAWS IN 
REGARD TO FIRE ARMS. 


Many comments have been received concerning the 
letter of Jesse French, Jr., of the Jesse French and 
Sons Piano Company, New Castle, Indiana, deploring 
the injustice of anti-weapon ordinances, which was 
published on page 20 of the January 10, 1920 issue of 
AMERICAN ARTISAN AND HarpWareE Recorp. Typi- 
cal of the general opinion among manufacturers and 
distributors of fire arms are the two following letters: 
To AMERICAN ARTISAN AND HARDWARE RECORD: 

“I! think there are very few self-respecting sport- 
ing goods houses or dealers of any kind who handle re- 
volvers who are not perfectly in accord with any 
effective legislation which will tend to reduce and cut 
out crime in which concealed weapons are involved. 
I can well see how it might be advisable and better 
for all concerned, if there should be laws in cities 
which would prohibit the carrying of concealed 
weapons without a special permit. That, however, 
should not mean that a man should be prohibited from 
having such a weapon for his own protection in his 
own house. If people protect their homes properly, 
a great deal of crime will be prevented. 

“Such a law as described above should not have 
anything whatever to do with the carrying of arms 
which are not concealable; for instance, the rifle and 
shotgun should not be brought into the matter at all. 
They are very seldom used for criminal purposes— 
that is, in comparison with other forms of conceal- 
able weapons. The rifle and the shotgun are used for 
hunting purposes and for pleasure and teach people 
how to shoot, which is of prime importance for this 
country. I mention this question of the rifle and shot- 
gun simply because as I understand, a representative 
in a legislature in a nearby state, recently, actually 
proposed a law which in my opinion is absolutely 
senseless and ridiculous. The innocent rifle and shot- 
gun were most decidedly invo!ved in this bill, which 
fortunately was apparently squashed. 

“Concerning the Sullivan law, so far as I can see, 
it has done absolutely no good in the State of New 
York. Crime instead of being reduced thereby, has 
increased and I firmly believe that a good portion of 
this increase in crime is directly due to the Sullivan 
law. The crook can get his gun somehow or other 
through illegitimate channels and the perfectly re- 
spectable citizen can not be sold a revolver by a re- 
spectable house unless he has a permit, and that part 
of the law which provides that a man can not have 
a revolver in his own house without permission, is in 
my humble opinion, outrageous and foolish and a 
direct interference with the liberty which we have 
always supposed we own in this country and which 
some people are begininng to question. 

Respectfully yours, 
“HH. Lioyp Foisom, 
Vice-president.” 
“H. D. Folsom Arms Company, New York City.” 
To AMERICAN ARTISAN AND HARDWARE RECORD: 

“Referring to the article written by Jesse French 

on page 20 of your issue of January 10, 1920, I would 
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state that I think he did not put the matter strong 
enough, possibly because he is not in touch with the 
subject as closely as dealers in large cities. 

“The Sullivan law of New York was passed pre- 
vious to the city ordinance in Chicago by an east side 
politician who was elected to the State Legislature, 
namely “Tim’ Sullivan, as he was commonly known. 

“The dealers remonstrated with him about the law, 
but as usual in such cases, the arguments were use- 
less and worthless for the law was passed, and with 
results that are apparent. 

“If it were not such a serious matter, the law might 
be considered a joke, but it is serious inasmuch as it 
prevents citizens from protecting their own personal 
property and families. We have quit trying to pro- 
tect our liberty. Congress attends to this. 

“The Chicago ordinance was passed by a suspension 
of the rules on May 11, 1914, by Alderman Nance 
and amended May 25, 1914, that is well known to all 
dealers in Chicago. 

“The Chicago Police Department assume there have 
been over fifteen million dollars received by bandits 
either in hold-ups, burglaries, pick-pockets, etc. We 
are informed that there have been considerably over 
three hundred murders during the year 1919. Also 
bank robberies probably more than any other city. 

“It is clearly evident that the law ought to be 
changed because one glance at these figures will con- 
vince the most skeptical that it is not a success. 

“The best law that was passed during 1919 is the 
State law by Senator Sadler, which does give a re- 
spectable citizen by permit from some magistrate or 
police official the right to carry a revolver to protect 
his personal property. [But the trouble lies with the 
city ordinance which restricts the sale of a revolver. 

“IT would like to get an expression from other deal- 
ers on this subject, if you have the space to print it. 

“A DEALER.” 


—_—_—_——-o— 


REGISTERS CUTLERY TRADE-MARK. 


The Stine Screw Holes Company, Waterbury, Con- 
necticut, has secured United States Patent Office reg- 
istration, under number 123,292, for the trade-mark 

reproduced herewith. Use of it is 
Stine’S claimed since January 1, 1912, and 
Senew Hote the goods to which it applies are 
S S stated as being Anchor-Sockets for 
TINE Screws. The claim was filed Sep- 
123,202. tember 30, 1919. The surname 
“Stine’s” is disposed above and below in the curve of 
an ellipse and the words “Screw Holes” along the 
greater axis, the six “S’s” being disposed symmetri- 
cally in the curve of the ellipse. The use of the sur 
name and the words in themselves are disclaimed. 


ALWAYS KEEP YOUR STORE ORDERLY. 





Always keep your store clean and in perfect order 
Keep your shelves well stocked so that no one wil! 
get the idea that your stock is low. As soon as on: 
season passes and another brings with it the deman: 
for other goods, let the people know you have thei 
requirements and are ready to supply them. 
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WESTERN HARDWARE AND IMPLEMENT 
DEALERS HOLD CONVENTION. 


Problems which are essentially collective in their 
bearing upon hardware and implement dealers and 
which can not be solved except through concerted 
effort constituted the topics which were discussed at 
the convention of the Western Retail Implement, Ve- 
rice, and Hardware Association which took place 
January 13, 14, and 15, 1920, in Kansas City, Mis- 
souri. A practically helpful as well as scholarly treat- 
ment of the main subject which engaged the thought 
of the sessions was set forth in the annual report of 
H. J. Hodge, Secretary of the organization. It is 
substantially as follows: 

Annual Report of H. J. Hodge, Secretary Western Retail 

Implement, Vehicle and Hardware Association, to the 


Convention of That Organization in Kansas City, 
Missouri, Tuesday, January 13, 1920. 


As we round out thirty-one years of the existence of 
the Western Retail Implement, Vehicle and Hardware As- 
sociation we are face to face with problems that call for our 
earnest consideration. This is not a time for fancy oratory 
nor fine-spun theories. The situation demands straightfor- 
ward thinking and plain talking. Grouped under the head 
of the “New Order of Things” are the new elements en- 
tering into our business and financial life. We have found 
that many of the ‘forecasts of a year ago failed of realiza- 
tion. The readjustment naturally expected to follow the 
armistice came neither in national affairs nor in business. 
The hearty co-operation of labor and capital, so praise- 
worthy when we were facing a common enemy, has, with 
cessation of hostilities, broken into disquieting rivalries, at 
times threatening most serious consequences. Settlement of 
these rivalries has not yet been fully assured, and as we 
enter on our new year we must take into account the pos- 
sibilities of the strained relations. 

Agriculture Is Progressive. 


The development of agriculture today is progressive. 
It has relegated to the rear many of the old-time methods 
and is taking up the new. The prosperity of the farmer 
has come through his acceptance of better systems of soil 
culture and more efficient management. This means a large 
demand on the dealer who is in closer touch with the pro- 
. ducer than any class of business men whatsoever. The duty 
before us is to assist in every way possible this trend of 
agricultural development. Unless we keep in harmony with 
the times, unless we have a broad view of events, we shall 
fail in our part. 


Must Evolve Measures of Helpfulness. 


At this convention we greet each other in a spirit of 
cooperation and progress. We are here to evolve the largest 
possible measure of helpfulness not alone for ourselves 
but for the agricultural expansion of our communities. This, 
ladies and gentlemen, is the task ahead of us. Let us un- 
dertake the solution with our hearts in our work, our minds 
open to every helpful suggestion and our determination fixed 
on giving a loyal hundred per cent Americanism to every 
act ard every policy of our Association. 

_I1 think it little less than marvelous the way you are 
adjusting yourselves to the new order of things. There 
was for a time much doubt in your minds as to whether or 
not you cared to continue in the business when the era of 
power farming set in and absolutely revolutionized it. You 
heard so much said about the new dealer who was sure to 
supplant you that you were on the anxious seat. You be- 
lieved that the best way to get the matter settled in your 
own minds was to attend your annual conferences and con- 
sult with one another upon the subject, which was so vital 
to your welfare. This is one reason for the tremendous 
attendance at the conventions of dealers’ associations of 
late years and to this course I attribute the fact that you 
nmve risen to the occasion and have placed your selves in 
mosit‘on to handle the power-farming business in the right 
way and have stopped worrying about what might happen. 


Big Percentage of Dealers in Farm Machinery. 


\t conventions of dealers’ associations held this year it 
has been shown that 8&5 per cent of the dealers present were 
cnvaged in the power-farming equipment business in the 

“+t way. You have responded to the call in a manner that 
~rorised the manufacturers and I think it is difficult for 
tem to realize the extent to which you are measuring up 
‘ the standard they have set for the power-farming equip- 
ment dealer. If you can maintain the present relations 

*h the manufacturers and continue to demonstrate to 
‘sm that you are the proper channel through which they 


‘ 
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should market their product, then your position in the 
trade is assured. You have een admonished to get into 
the business right if you expected to qualify as power- 
farming equipment dealers, but you do not need further 
urging along this line. 


Profits Are Not Sufficient. 


Your profits in the tractor business are not what they 
should be, and this is a statement that can not be refuted; 
but you have the promise that as the efficiency of the fac- 
tories increases and they pass the experimental stage you will 
find that more liberal discounts will be given and your serv- 
ice expenses decreased. To remain out of the business en- 
tirely, waiting for the margins of profit to reach what you 
feel is a satisfactory basis, would mean that in the meantime 
the business will have slipped away from you, never to be 
regained. The sensible course is to line up to handle it and to 
depend upon your associations to secure for you such conces- 
sions in price and service as will be fair to all concerned. 


Review of the Year’s Work. 


| can not report to you the work of the past year without 
reviewing the work of the National Federation, of which we 
are glad to be a part, for all matters except those of strictly 
local character must be handled by the National organiza- 
tion, as it is through that source that we combine the influ- 
ence of many thousands of dealers who compose the seven- 
teen associations covering twenty-one states, the principal 
part of the agricultural section of the United States. To ex- 
plain to you how the work is handled by the National organ- 
ization, | wilt say that at the conventions which are held 
annually the important subjects upon which it is thought 
action should be taken are thoroughly discussed and the atti- 
tude of the Federation delegates outlined in instructions to a 
committee of five, which is termed the Trade Relations Com- 
mittee. This committee confers with the manufacturers’ 
committee on Dealers” Associations. This committee like- 
wise consists of five manufacturers. At the request of the 
National Federation the manufacturers appointed upon this 
committee men who have authority in their own business, 
and for the coming year the committee consists of repre- 
sentatives of the largest concerns in the implement industry. 


Discussed the Repair Situation. 


During the past year this joint committee has held two 
meetings. At the spring meeting the principal subject dis- 
cussed was the repair situation. The findings of this confer- 
ence were that the dealer’s discount is entirely inadequate to 
meet the conditions of the trade and that nothing less than 
a 35 per cent discount will net any adequate return to the 
dealer. 

The manufacturers present were impressed with the ar- 
gument set forth by the Trade Relations Committee and as 
a result resolutions were unanimously adopted which recom 
mended that the manufacturers carefully examine their repair 
lists by items and as soon as practicable make such revisions 
therein as are warranted by individual item cost, to the end 
that the cost to the farmer may be fair and equitable; that 
careful attention be given this important part of the business, 
in order that prices from time to time fixed upon various 
parts may bear the proper relation to the cost thereof; and 
further, that the dealer’s cost of handling repair business 
makes the present average discount inadequate, and that the 
manufacturers should immediately analyze their conditions 
and institute such new plan as will be fair to the dealer in 
the following respects: 

(a) The institution of proper discounts generally to the 
dealer ; 

(b) Discounts adequately to recognize the advantage of 
stock orders; 

(c) The adoption of net cash repair lists where necessary 
to protect the interests of all. 

Decides Upon Definition of Dealer. 


That the interests of all factors engaged in the manu 
facturing and distribution of farm equipment, including the 
farmer himself, require that a proper standard for measuring 
the value of implement dealers is that such dealers should 
have a suitable place of business with an adequate stock to 
serve the community in which he operates; should have 
proper means commensurate with the volume of business in 
that community for displaying goods in current demand; 
should carry a reasonable supply of repairs properly to serve 
his customers; should have a sufficient investment in his busi 
ness that he may be able to perform the duties above out 
lined and should furnish the usual legitimate service neces 
cary properly to promote his business and conduct his af- 
fairs upon such a basis as will insure permanency of business 
relationship. 

You will notice that the conclusions are a place of busi- 
ness, an adequate stock, displaying such stock for sale, suffi- 
cient investment to insure permanency, and equipment to ren 
der service. 

The observation of such a definition should eliminate to 
a very great extent the sales of power machinery which we 
frequently hear of having been made to the purchaser of a 
single tractor which was secured for buyer’s own use, by 
signing an agency contract. I mention this because such cases 
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have come to the attention of secretaries quite frequently 
during the past year or so. 
The Matter of Repair Discounts. 

After the action taken by the Joint Committee in regard 
to repair discounts, it was but natural for the dealers to 
expect that all members of the manufacturers’ association 
would fall in line and increase their discounts to conform to 
the recommendations of the committee. However, this was 
not done, but the latest information is to the effect that four 
of the large companies have made effective a discount of 35 
per cent with an extra 5 per cent for stock orders. It hardly 
seems possible that the others will long delay taking similar 
action for dealers selling their lines will surely be dissatisfied 
with different treatment than other concerns are according to 
their customers. The results already accomplished mean 
thousands of dollars to the members of this Association, and I 
trust each one of you will place the credit where it is due. 


Revival of Local Clubs. 


Since the war, interest in the local club movement has 
been allowed to lie dormant. This is not true of all clubs, 
by any means, but the officials of the Association and of the 
local clubs have been so engrossed with other matters that 
they have not given the club movement the attention it de- 
serves and must have if the dealers meet with the full 
measure of success. The necessity of the local organization 
is just as great today as it was before the war. We have a 
few clubs that are shining examples of what can be accom- 
plished where the officers of the clubs keep up the interest 
and the clubs hold regular meetings. I trust there will be 
some time devoted to the discussion of this subject, for I 
promise you that the officials of the Western Association are 
determined to advance the interests of local clubs during the 
coming year. The declaration of the National Federation at 
its recent convention, in regard to this matter was that no 
greater influence for good ever entered the trade than the 
fellowship created by the local club meetings; no greater 
agency has come to the implement fraternity in a business 
way than that generated by the exchange of experience be- 
tween dealers who are confronted by the same problems and 
perplexities; no greater medium for disposing of the petty 
differences which creep into our business lives ever has been 
suggested than these meetings where the hand clasp and the 
friendly smile prevail. I can refer you to localities where 
practically ideal conditions prevail, due entirely to the influ- 
ence of local clubs, and the dealer makes a mistake who says 
he has not time to attend meetings of local organizations. 
Very strenuous efforts should be put forth by this associa- 
tion to revive the interest and I trust some time will be given 
to a discussion of the subject. 

Users of Power Machinery Should Anticipate Wants. 

I have upon a former occasion called attention to the 
great advantage it would be to dealers if they would induce 
their customers to anticipate their wants, as they did in the 
early days of the implement industry. The dealer is com- 
pelled by the very condition of things to place his orders 
long in advance of the date when goods will move. The 
same is true of the manufacturer, but the latter has a line on 
what his requirements will be. With present conditions in 
the labor and material market, the manufacturer must guard 
against stocking heavily, for he must hedge against decline. 
Exactly the same condition confronts the dealer. However, 
the manufacturer, as soon as one selling season is over, goes 
out after his orders for the next one. The dealer, when one 
selling season is past, usually waits for the demand to come 
to him when the next season rolls around. The dealer is con- 
vinced that he should place his orders early, because the man- 
ufacturers press him for the same. What effort has he ever 
made to educate the farmer to the same way of thinking. As 
a general rule, the dealer has not even tried to do this. The 
experience of the past two years makes it clear that it is to 
the farmer’s interest to anticipate his wants. The dealer has a 
strong and more convincing argument than ever before. I 
am aware that there are exceptions to this rule. There are 
dealers who have been active in their canvass for future busi- 
ness, and it has paid them well; and in the power farming 
business, which involves such a large amount of money, it 
is going to be absolutely necessary for the dealer to adopt 
different methods for conducting the business than have here- 
tofore prevailed. There are a few dealers still in the busi- 
ness who well remember that thirty-five or forty years ago it 
was not a difficult task to secure orders well in advance of 
the farmers’ needs, but continued crop failures brought a 
change in-conditions. 


Cooperation with Farmers’ Organizations. 


Your Association has made a good start in its efforts to 
cooperate with farmers’ organizations. At the last convention 
vour directors received a committee from the Kansas State 
Board of Agriculture and conferred with the farmers upon 
the subject of standardizing wearing parts of machinery. 
This Association went upon record as favoring the plan and 
passed it on to the Federation and the National Organization 
is trying to work out a plan satisfactory to all concerned. 
Your directors accepted an invitation from the farmers’ com- 
mittee to appoint a member of this Association to address 
their convention to be held in Topeka this week and Senator 





A. A. Doerr has been appointed and will represent organized 
dealers at their convention. 


Information Department. 


More requests have come to my office for information 
the past year than in any previous one. The inquiries are 
upon a varietv of subjects. They include about everything 
from a question concerning the disposition of a marriage li- 
cense after it is procured and the killing or curing properties 
of the ingredients in a certain kind of stock food which is. 
sold with an agreement to indemnify the stock man for all 
cattle that die while the food is being fed, to questions con- 
cerning the advisability of taking on the sale of tractors at 
present commissions; the wearing qualities and gas consump- 
tion of a well known make of automobiles and the advisabil- 
ity of becoming a charter member of a life insurance com- 
pany which is being promoted. With three exceptions the 
information has been furnished—not all from the records but. 
our information sources are such that we can usually furnish 
the answers to inquiries. In most cases this service has been 
very valuable to members. 


Freight Auditing Department. 


The business of the freight auditing department of this 
Association has assumed rather large proportions. I regret: 
that during a portion of the year the work was very much 
delayed, but this delay was unavoidable. It was caused by 
illness and other matters over which the secretary and the 
traffic manager had no control, but I am pleased to report 
that every expense bill which was sent in during 1919 has 
been checked and claims filed for overcharges. These over- 
charges aggregated a very large sum. Collections have been 
made as fast as possible. I trust members will be patient, for 
it is impossible for us to crowd collections. The many ex- 
pressions of appreciation which have come from you indicate 
that you are well pleased with this service, and some of the 
best satisfied members are those for whom no overcharges 
have been found. They realize that to have their transactions 
with the railroad companies audited annually is a valuable 
service. 

I find that a few of our members do not seem to know 
that we have such a department, although it has been given 
wide publicity and.mention of it has been made in every 
Bulletin that has been issued. I say this for the reason that 
some have been induced to give up $10 for a membership in 
public ‘auditing concerns, and in a number of cases it was 
shown that when the membership fee was received further 
interest ceased. 

A very large increase in the expense for maintaining this 
branch of the work would make it seem that an advance in 
the commission should be entertained, but no action has been 
taken by our directors in regard to the matter. As you know, 
we are now returning to you 60 per cent of the amount col- 
lected, retaining 40 per cent for auditor's commission and 
clerical help. This does not by any means cover the expense, 
but heretofore the directors have felt that members were 
entitled to the service, regardless of the increased cost to the 
Association. 

The Western Association Honored. 


I am pleased to report to you that George W. Collins, 
Belleville, Kansas, former president of this Association, 
was elected president of the National Federation at the 
recent convention, and Mr. Collins is bringing to the dis- 
charge of his duties the same intelligent and forceful ideas 
that characterized his work during the presidency of this or- 
ganization. 

Conference of Sales Managers. 

The executive committee of the sales managers depart 
ment of the National Implement and Vehicle Association ap- 
peared before the convention of Secretaries of affiliated asso 
ciations and suggested that they so arrange their programs as 
to permit of conferences with the sales managers during som: 
session of all of the conventions. The secretaries approved of 
the plan. but passed it up to the Federation for further action 
After due consideration the plan was formally adopted an 
the following questions for discussion were agreed upon: 

(a) Is the implement dealer measuring up to expectation 
as a seller of tractors and power-farming machinery ? 

(b) What are manufacturers doing to assist the dealer 
in promoting sales? 

The subject was further discussed at a conference be 
tween the Federation delegates and the sales managers or- 
ganization and the plans finally consummated, the sales man 
agers agreeing to be well represented at all conventions. The 
time set for the conference with this Association is Thur 
day morning, and we have the promise of a large attendanc 
of sales managers at that time. While the discussion has 
been placed in charge of a committee, it is not to be under 
stood that this bars any dealer from giving expression to hi: 
views, for the object of the conference is to learn what diffi 
culties in the conduct of the business both branches of the 
trade have to report, so as to enable them to co-operate a lit 
tle more closely for the general good of all. It is to be hoped 
that the attendance at this conference will be very large, for 
surely much good will result from a thorough discussion of 
these two subjects. 

I can not close this report without making due acknow!- 
edgment to the president and directors of this association fr 
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their unselfish devotion to the cause. They have at all times 
been interésted in the work at hand and have never failed to 
respond to calls for assistance. I wish also to extend my 
thanks to the members of the association. I have had their 
hearty co-operation without which progress would have been 
slow. More especially do I wish to express my gratitude 
for your uniform consideration and special courtesies ex- 
tended to me during the past year. 

In behalf of the officials and members of this Association, 
I wish to extend the thanks of the organization to the dis- 
tributors of Kansas City, who for the third time, have at- 
tended the opening session of this convention in a body. 
This is a recognition of this organization which is most grat- 
ifying and means a willingness to cooperate, which can not 
but lead ultimately to a betterment of conditions for all con- 
cerned. We can best settle our problems by getting together 
for the good of all. In this time of great stress in the busi- 
ness world we should give of our best endeavor and bring to 
the place which we occupy such courage as will engender 
confidence one with the other. Let us each and every one 
stand firm for the principles which we know to be right, and 
in the end all will be well. 


Of special value to the members of the Western 
Retail Implement, Vehicle, and Hardware Association 
is the definition given by Secretary Hodge in the fore- 
going report by which it is sought to determine what 
requisites constitute a dealer and form the basis for 
his recognition as such by the manufacturers and 


jobbers. 


“e- 


OLD GUARD HARDWARE SALESMAN IS 
TEMPORARILY OFF THE ROAD. 





Having developed some chest trouble, EK. J. Newey 
of Alfred Field and Company, New York City, mem- 
ber Old Guard Southern Hardware Salesmen’s As- 
sociation, has retired to the St. Joseph Sanitarium, 
Albuquerque, New Mexico, on the advice of his 
physician. The specialists there assure him that his 
trouble can be cured and that there is every likelihood 
that he will be able to return to the road within a 
year. 

Alfred Field and Company are making substantial 
recognition of Mr. Newey’s long services and excel- 
lent salesmanship by sending one of their young men 
over the southern territory formerly covered by him 
and giving Mr. Newey credit for all the sales which 
the young man accomplishes during the time that Mr. 
Newey is in the sanitarium. 

In a pleasant and cheerful letter from Mr. Newey, 
he writes: “I have enjoyed with others receiving each 
issue of AMERICAN ARTISAN AND HARDWARE RECORD 
and get pleasure and profit from looking over the 
copies.” 

The numerous friends of Mr. Newey are earnestly 
sincere in the hope that he will thoroughly regain his 
health within the time estimated by the physicians, 
and that he will again take up his sales travels through 
the southern territory which he covered so effectively 


and in which every dealer is his friend and admirer 
“*e- 


WANTS SUPPLY OF CATALOGUES. 


With every prospect of developing an excellent and 
profitable trade, R. U. Ricklefs has opened a general 
hardware store in Monticello, Iowa. It is his purpose 
to carry the best advertised standard lines of general 
hardware, plumbing, and heating supplies. He is de- 
sirous, therefore, of receiving catalogues covering 
these classes of commodities from manufacturers and 
jobbers. His address is R. U. Ricklefs, Monticello, 


Towa. : i 


ASSISTS BY NATIONAL ADVERTISING. 





In the selling of arms—particularly revolvers—ad- 
vertising is the main factor. The question of safety 
first in the home must be brought to the attention of 
the public with unremitting regularity. Indeed, the 
results in this line of products are commensurate with 
the amount of advertising 
conducted—not more nor 
less. Of course, the article 
itself must in the first place 
be one of good quality. It 
must have characteristics 
Iver Johnson Revolver, Made by #Dout it which permit of 


the Iver Johnson's Arms and advertising. As an illus- 


Cycle Works, Fitchburg, : e S 
Massachusetts. tration of the extensive ad- 





vertising carried on to increase the sale of its prod- 
ucts the Iver Johnson’s Arms and Cycle Works is 
« striking example. The distinctive make of this 
company’s products have and are being disseminated 
widely. The illustrative slogan of the safeness of 
the Iver Johnson revolver has without doubt met the 
eye of almost every reader of some sort of publica- 
tion in the country. This in itself is of inestimable 
value to the retailer who handles this line of goods. 
To stock a line of Iver Johnson arms is to partake of 
a share of profits as a result of the extensive adver- 
tising campaign being conducted by the Iver John- 
son’s Arms and Cycle Works. 

The revolvers manufactured by this company are 
made in the following calibers: 22, 32, 32 special, and 
38. For the hardware dealer it is usually the best 
plan to stock the complete make of calibers. They 
can be had in either the hammer or hammerless types. 
Together with a stock of revolvers it is advisable ta 
handle an assortment of the arms manufactured by 
this company. Write to the Iver Johnson’s Arms and 
Cycle Works, 354 River Street, Fitchburg, Massa- 
chusetts, for a catalogue depicting the entire line of 


Iver Johnson arms. 
“*- 


OBTAINS TRADE-MARK REGISTRATION. 


United States Patent Office registration has been 
granted to the Griswold Manufacturing Company, 
Erie, Pennsylvania, under number 120,702, for the 
trade-mark shown in the accompanying illustration 
The company claims a use for this trade-mark since 
1909, upon the following goods: 

Aluminum and iron cooking 


—_ 


utensils, namely, percolators, 

\ griddles, skillets; kettles, name- 
ly, tea, maslin, roasting, basting, 
flat-bottom stove, 

boiling, regular stove, eccentric 

bake ; 


irons, casseroles, pitchers; boil- 


stove, low 


stove, roasters, waffle 

120,702. 
ers, namely, double, Berlin, ham; pots, namely, coffee, 
tea, boiling, regular stove, flat-bottom stove, roasting, 
eccentric stove, low stove, bake; bowls, basters ; pans, 
namely, oyster, omelet fry, sauce, bake, gem muffin, 
bread, bread-stick, waffle, iron fry, apple-cake, Danish 
cake, plett; patty-irons. 

~o- 


A kind word adds to the list of customers. 
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DIRECTOR OF HARDWARE INDUSTRIAL 
COOPERATION SERVICE RESIGNS. 


A letter to the membership of the American Hard- 
ware Manufacturers’ Association, signed by Murray 
Sargent, Chairman of the Industrial Cooperation 
Committee, announces that P. H. Robinson resigned 
as Director of that Association’s Industrial Coopera- 
tion Service, January 15, 1920, in order to accept a 
position with the Geneva Cutlery Corporation, Gen- 
eva, New York. Mr. Sargent writes further: 

“Mr. Robinson carries with him to his new field of 
activity the cordial good wishes of the Committee, 
and, we feel sure, of the manufacturers with whom 
he has come in contact, both in his connection with 
the Cooperation Committee and in his work in Wash- 
ington with the Hardware Manufacturers’ Organiza- 
tion for War Service. 

“The Committee has been fortunate in obtaining 
Samuel W. Mifflin to succeed Mr. Robinson as Di- 
rector. Mr. Mifflin is a graduate of Harvard Uni- 
versity, class 1901. He was connected for an extended 
period with the Emergency Fleet Corporation. He is 
a member of the bar in Pennsylvania, has practiced 
law and has had, in addition, a varied business ex- 
perience. 

“The plans of the Committee along cooperative 
lines have been developing favorably in hardware and 
similar products. Records indicate that there are now 
28 industries which exchange some form of statistical 
information. Of these a number have been organized 
as statistical bureaus under the supervision of your 
Cooperation Committee. The facilities offered by the 
Committee to the members of the Association for co- 
operative activities along sound economic lines are 
unequaled. The office force under Mr. Mifflin’s di- 
rection in the office at Number 9 East 45th Street, 
(New York City) is in a position to extend the scope 
of the work. Members of the Association as individ- 
uals or as industrial units are urged to get in touch 
with Mr. Mifflin, who will be glad at all times to be of 
service in giving information or in making suggestions 
Mr. Clark McKercher remains the legal advisor of the 
Committee and of the Bureaus as they become organ- 
ized.” 

eeihiaamiegiennnaiie 


PATENTS HONING DEVICE OR HOLDER 
FOR SAFETY RAZORS. 

William Summerbell, Washington, D. C., assignor 
of one-half to Francis Arthur Sutton, Oakhurst, Ash- 
ford, England, procured United States patent rights, 
under rfumber 1,327,498, for a honing device or holder 
for safety razors described in the following: 

As a new article of manufac- 
ture a reversible blade holder 
f having a ball mounted in the rear 
portion thereof and protruding 
outwardly through both sides of such rear portion, 
said ball being freely revoluble and serving, with the 
blade being sharpened, as the bearing or support for 
the holder, whereby the edge of the blade will have a 
fair and even bearing and may be readily drawn over 
the sharpening surface in any direction. 


827.498 .55 
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OPPORTUNITIES FOR FOREIGN TRADE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce, 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 


41785.—An import and export ‘company has been formed 
in the United States, having a branch office in France, and 
desires to secure an agency and purchase automobile acces- 
sories, tools, kitchen utensils, etc. Quotations should be given 
f. o. b. New York. Reference. 

31791.—A firm in Norway desires to purchase and secure 
an agency for the sale of automobile accessories, and all 
classes of articles connected with the automobile industry. 
Quotations should be given c. i. f. Norwegian port. Pay- 
ment through banks. References. 


41802.—A merchant in India desires to purchase and se- 
cure an agency for hardware, cutlery, aid general merchan- 
dise. Quotations should be given c. 1. f. port of India. Pay- 
ment by 30 days or 60 days sight draft. References. 

431803.—An importer in Belgium desires to purchase and 
sell on commission bicycles, motor cycles, and accessories. 
Quotations should be given c. i. f. or f. o. b. Antwerp. 
Payment, cash. Correspondence may be in English, catalogues 
should be in French. References. 

31812.—A firm in Scotland desires to purchase or secure 
an agency for the sale of chairs, %-inch and %-inch dowels, 
all classes of hardware and accessories, castors, locks, etc., 
basis. Terms, payment against delivery. 
Reference. 

31813.—A merchant firm in Ireland desires to purchase 
general tool supplies, drilling and grinding machinery, general 
hardware, and housefurnishing requisites, polishes, enamels, 
and aluminum and tinware. Quotations should be given c. i. f. 
port in Ireland. Payment, cash against documents. Refer- 
ence. 

31814.—An American firm having branches in Egypt and 
Greece desires to secure agencies for the sale in the Levant 
of automobile tires, hardware, and general merchandise. 
Quotations should be given f. a. s. New York. Payment 
to be made in New York. References. 

41817.—A firm in Spain desires to secure agencies on 
commission for the sale of tinplate, etc. Quotations should 
be given c. i. f. Spanish port. Correspondence may be in 
English. Samples are requested. References. 

31818.—A wholesale merchant firm in South Africa de- 
sires to purchase safes, locks, stoves, arnis, and ammunition, 
barbed wire, and galvanized corrugated iron. References. 

31825.—A commercial representative of firms in Brazil 
is in the United States and desires to secure an agency for 
the sale of iron and steel products, agricultural machinery, 
metals and wire. Reference. 

431826.—A manufacturer's agent in Australia desires to 
secure an agency for the sale of hardware, automobile acces 
sories, etc. Reference. 

41831.—The financial agent of an importing company in 
Bulgaria desires to receive immediate quotations direct from 
manufacturers or exporters on 50 metric tons of sheet iron 
up to 1% millimeters thick; 200 tons of wire: and 30 com 
plete thrashing machines, with 5 tons of belting. 

31767—An American firm of purchasing agents having 
branch offices in Mexico desires to secure an agency for the 
sale of hardware, building materials, etc. References. 

41774.—A firm in New Zealand desires to purchase and 
secure an agency for machinery for making galvanized-iron 
spouting and roofing materials, cornice brake machines, auto 
mobile accessories, high-grade motor tires, builders’ hard 
ware, brass and copper sheets, tubes, rods, etc. 

31776.—The American purchasing agent for firms in Eu- 
rope desires to purchase household labor-saving devices. 
washing machines. vacuum cleaners, small tool kits, mctor 
accessories, oil stoves, and exhaust and ceiling fans. Quot: 
tions should be given f. a. s. New York. Pavment. cas! 
Reference. : 





COMING CONVENTION Ss. 





_ The American Society of Heating and Ventilating Fr 
gineers, New York City, January 27, 28, and 29, 1920. C. W 
Obert, Secretary, 29 West 39th Street, New York City. 
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Indiana Retail Hardware Association, Athenaeum Hall, 
Indianapolis, Indiana, January 27, 28, 29, and 3U, 1920. Ex- 
hibit in same hall. G. F. Sheely, Secretary, Argos, Indiana. 

Oregon Retail Hardware and Implement Dealers’ Asso- 
ciation, Imperial Hotel, Portland, Oregon, January 27, 28, 29 
and 30, 1920. E. E. Lucas, Secretary, Hutton Building, Spo- 
kane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 
the Armory, Louisville, Kentucky, January 27, 28, 29 and 30, 
1920. Hardware, Implement, and Vehicle exhibit. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

West Virginia Retail Hardware Association, Wheeling, 
West Virginia, February 3, 4 and 5, 1920. John H. Morgan, 
Secretary, Morgantown, West Virginia. 

Nebraska Retail Hardware Association, Lincoln, Nebras- 
ka, February 3, 4, 5, 6, 1920. Nathan Roberts, Secretary, Lin- 
coln, Nebraska. 

Wisconsin Retail Hardware Association, Milwaukee, 
Wisconsin, February 4, 5, and 6, 1920. P. J. Jacobs, Secre- 
tary, Stevens Point, Wisconsin. 

lowa Retail Hardware Association, Auditorium, Des 
Moines, lowa, February 10, 11, 12 and 13, 1920. A. R. Sale, 
Secretary, Mason City, lowa. 

Michigan Retail Hardware Association, Hotel Pantlind, 
Grand Rapids, Michigan, February 10, 11, 12 and 13, 192v. 
Exhibit in Furniture Exhibition Building. Arthur J. Scott, 
Secretary, Marine City, Michigan. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Bellevue Stratford Hotel, Philadelphia, Pennsylvania. 
February 10, 11, 12, and 18, 1920. Exhibition in Philadelphia 
Commercial Museum. Sharon E. Jones, Secretary, 1314 Ful- 
ton Building, Pittsburgh, Pennsylvania. 

North Dakota Retail Hardware Association. Grand 
Forks, North Dakota, February 11, 12 and 13, 1920. Hard- 
ware exhibit in Grand Forks Municipal Auditorium. C. N 
Barnes, Secretary, Grand Forks, North Dakota. 

Illinois Retail Hardware Association, Hotel Sherman, 
Chicago, Illinois, February 17, 18, and 19, 1920. Exhibit in 
connection. Leon D. Nish, Secretary, Elgin, Illinois. 

Minnesota Retail Hardware Association, St. Paul Audi 
torium, St. Paul, Minnesota, February 17, 18, 19 and 20, 1920 
H. O. Roberts, Secretary, 1030 Metropolitan Life Building. 
Minneapolis, Minnesota. 

New York State Retail Hardware Association, Onon- 


ji daga Hotel, Syracuse, New York, February 17, 18, 19 and 20 


1920. Exhibition in State Armory. John B. Foley, Secre 
wary, 607 City Bank Building, New York City. 

Missouri Retail Hardware Association, St. Joseph Audi- 
torium, St. Joseph, Missouri, February 17, 18, and 19, 1920 
F. X. Becherer, Secretary, 5136 North Broadway, St. Louis 
Missouri. 

New England Hardware Dealers’ Association, Mechan- 
ics’ Building, Boston, Massachusetts, February 23, 24, and 25. 
1920. George A. Fiel, Secretary, 10 High Street, Boston 
Massachusetts. 

South Dakota Retail Hardware Association, Sioux Falls, 
South Dakota, February 24, 25, 26, and 27, 1920. Exhibit in 
connection. H. O. Roberts, Secretary, Metropolitan Life 
Building, Minneapolis, Minnesota. * 

Virginia Retail Hardware Association, Murphy’s Hotel. 
Richmond, Virginia, February 25, 26 and 27, 1920. Thomas 
B. Howell, Secretary, Richmond, Virginia. 

Ohio Hardware Association, Hotel Gibson, Cincinnati 
Ohio, February 24, 25, 26 and 27, 1920. James RB. Carson 
Secretary, Dayton, Ohio. 

Michigan Sheet Metal Contractors’ Association, Saginaw 
Michigan, March 2. 3, and 4, 1920. F. E. Ederle, Secretarv 
Grand Rapids, Michigan. 

Master Sheet Metal Contractors’ Association of Wiscon- 
sin, Milwaukee, Wisconsin, March 17, 1920. Paul L. Bier- 
sach. Secretary, 661 Hubbard Street, Milwaukee, Wisconsin. 

National Warm Air Heating and Ventilating Association 
Cleveland Hotel, Cleveland, Ohio, April 21, 1920. Allen Wil- 
liams, secretary, Columbia Building, Columbus, Ohio. 

_ Southeastern Retail Hardware and Implement Associa- 
tion, embracing Alabama, Florida, Tennessee, and Georgia 
State Retail Hardware Associations, Atlanta, Georgia. May 
4. 5, 6, and 7, 1920. Walter Harlan, Secretary, 701 Grand 
Theater Building, Atlanta, Georgia. 

Stove Founders’ National Defense Association, Rostor 
Massachusetts, Mav 11, 1920. R. W. Sloan, Secretary. 89° 
Connell Building, Scranton, Pennsvlvania. 

Hardware Association of the Carolinas, Imperial Hotel 
Greenville, South Carolina, May 11. 12, 13 and 14, 1920 
T. W. Dixon, Secretary, Charlotte, North Carolina. 

Southern Hardware Jobbers’ Association, Marlborough 
Blenheim Hotel, Atlantic City, New Jersey, May 11. 12, 1% 
and 14, 1920. Tohn Donnan, Secretary, Richmond, Virginia 

American Hardware Manufacturers’ Association, Mar! 
borough-Blenheim Hotel, Atlantic City. New Jersey. Mav 11 
12, 13, and 14, 1920. F. D. Mitchell, Secretary, 4106 Wool 
worth Building, New York City. 

Old Guard Southern Hardware Salesmen’s Association 
Marlborough-Blenheim Hutel, Atlantic City. New Jeree~ 
May 12, 1920. R. P. Boyd, Secretary, Knoxville, Tennessee 


National Association of Stove Manufacturers, Boston, 
Massachusetts, May 12 and 18, 1920. Robert S. Wood, Sec- 
retary, National State Bank Building, Troy, New York. 

Naticnal Association of Sheet Metal Contractors, Peoria, 
Illinois, June 8, 9 and 10, 1920. Edwin L. Seabrook, Secretary, 
261 South Fourth Street, Philadelphia, Pennsylvania. 





RETAIL HARDWARE DOINGS. 


Arkansas. 
The Palmer Hardware Company of Mammoth Springs 
has been bought by Spurlock and Weller. 
Indiana. 
Walter J. Jrodal has opened a hardware store at Hunt- 
ingburg. 
Ovid Silverthorn and Donald Hungerford have pur- 
chased the Whissman hardware business at Manila. 
lowa. 
Haas and Kostile have sold their hardware business at 
Lemars to Gus Sieverding, 
Minnesota. 
Nick Thomas has been succeeded in his hardware busi- 
ness at Arlington by his sons Allie and Edmund Thomas. 
Weber and Deber have sold their hardware store at Eden 
Valley to H. J. Wartman. 
O. A. Halvorson has sold a half interest in the LaSalle 
hardware and implement business at LaSalle to Jesse Marke- 
son. 


A. A. Seidl has bought a half interest in the Leitschun 
hardware store at Sleepy Eye. 
Missouri. 


Edward Byrd has bought the McTee implement stock at 
Hunnewell. 

The hardware firm of Charles Everlin and Son at Her- 
man will dissolve. 

Montana. 

The Ryniker Winter Hardware Company at Billings has 

heen bought by the Midland Hardware Company. 
Nebraska. 

C. S. Pettit has sold his hardware business at Ainsworth 
to James Irwin and Edward Ballard. 

The Ammon Hardware Company at David City will be 
succeeded by O. E. Davis. : 

W. W. Small has sold his hardware and implement store 
at Decatur to C. A. Richards. 

The McCreary Stockwell Company has bought the hard- 
ware business of Logan and Cathpole at Morrill. 

North Dakota. 

The Vallancey Brothers hardware store at Mandon has 
been sold to the Rovig Skod Company. 

J. M. O’Connor has sold his hardware business at St. 
Thomas to W. J. Gust and W. J. Landt. 

Oklahoma. 

The R. B. Hill and Company hardware business at Ard- 

more has been sold to James Milkey and J. Ward Miller. 
Kansas. 

O. M. Cave has purchased the interest of his partner, 
W. E. Ruse, in the hardware business at Sabetha. 

Anderson and Walrad have purchased the hardware and 
furniture stock of the Mendell Hardware store at Moran. 

L. A. Stall has sold his hardware business at Thayer to 
A. E. Triplett and William Pawnall. 

The Beesley Hardware Company has succeeded J. C. 
Funnell in business at Clay Center. 

Harris Brothers have sold their hardware store at Sa- 
betha to Roy Gilmore. 

Wade Shahan has bought the hardware store of Ben 
Harris at St. Francis. 

J. C. Funnell has disposed of his hardware store at Clay 
Center. 

The Lyons Implement Company at Lyons has been sold 
to Tubbs and Deeds. 

W. F. Schmidt and son have bought the stock of Dick 
Chevrauz in the Costa Hardware Company at Anthony. 

South Dakota. 

Harry Zehnpfenning has sold his hardware business at 
Ethan to Harry Lasseguard. 

C. Abourezk has sold his hardware business at Wood to 
Richardson and Sons. 

Texas. 

B. Schwarz and Son will open a large hardware depart- 
ment in their store at Hempstead. 

R. A. Baessler, manager and part owner of the Halletts- 
ville Hardware Company at Halletsville, has sold his interest 
in that company to T. Y. Hill. 

Baker, Dicken and Hoover have purchased an imple 
ment business at Childress. 

Wisconsin. 

Joseph Drossart has purchased the hardware business of 
Joseph J. Defnet at Casco. 

John J. Hanson has sold his interest in the Rio Hard- 
ware Company at Rio to his partner, William Paulson. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 











It would be difficult to find a more persuasively 
worded advertisement of a warm air heater than that 
of the “Caloric” which appeared over the imprint of 
D. J. Conroy Company in the Sunday Times-Union 
of Jacksonville, Florida. Incidentally, the advertise- 
ment offers a splendid example of cooperation be- 
tween dealer and manufacturer. The Monitor Stove 


Back of Every CALORIC 
This Binding Guarantee 
[ier oncnd unre) 




















The CarorrC heats buildings of 18 rooms 
or less through one —by utilising 


Over 76,000 Calorics in Use 


Prove beyond question that the CaLoriC heats more uniformly and 

anove eilictanty Wan ony ote saves Ys to % 
the foal This remarkable economy record is due, —to the fact 
that the CaLoriC has no expensive 


heat-wasting secondly 
—to the fact that the CaLoriC draws the cool air out of your rooms in 
the same volume that it pours warm air in. This air-circulation 
results also in the air throughout your bans being consuatty put 
acd, wath n euuniath Gaumie of Ub punstiedlly even 15 min.::te5 


For Old Homes or New 


114-116 PAINT STone. Phone 


vm ESQNROY CO 





‘Company of Cincinnati, Ohio, makes the “Caloric” 
pipeless warm air heater and carries on a vigorous 
campaign of publicity in trade journals, magazines, 
and publications having a national circulation. The 
dealer gets the benefit of this campaign in his territory 
and further profits by the help of the Monitor Stove 
Company in the preparation of so effective an adver- 
tisement as the one shown in the accompanying illus- 
tration, 
x x 

When a merchant advertises in a newspaper for a 
length of time at regular intervals his advertisements 
virtually becomes part of the paper itself. The read- 
ers would actually miss it were it to be withdrawn. 
And those of them who are interested in the particu- 
lar line of goods advertised read each new copy as it 
it is inserted. Wherefore, it can not be called a waste 
of space to express to the readers the good wishes of 


the advertisers. A neat example of such an announce- 
ment is given in the copy of the Worcester Hardware 
Company, depicted herewith, reproduced from the 
Worcester Daily Telegram, Worcester, Massachusetts. 
The reader is made to feel that he is dealing with a 
live, pulsating institution which is patt of the great 


Happy New Year 


WITH BEST OF WISHES TO ALL OUR PATBONS 


Worcester Hardware Co. 
ISRAEL L. LINSLEY 


556 MAIN ST. * Franklin-Square 





machinery administering to the needs of humanity. 
When he notices the New Year’s greetings of. this 
advertiser he appreciates it. At least this merchant 
thinks of the welfare of his prospective customers, he 
reflects. Next to the business of a person, the retailer 
should place the good will of a prospective purchaser. 
* * * 

Doubtless, some degree of benefit is derivable from 
a small advertisement such as that of F. W. Heit- 
mann Company, reproduced herewith from the 
—— Houston Post, 


Coens Pipe Joints Houston, Tex- 


ALSO as. It tells 


Elbows, Tee Joints|) where to obtain 
Dampers, Etc. prompt ship- 


: ment of stove 

We have a good stock and can ship ‘ —— 
promptly. pipe joints, 
dampers, el- 


F.W.HETTMANN 60.) "sc: 
so FEs #} joints. For lack 


HOUSTON. of space, it 

s : _/ says _ nothing 
about price or 

quality. Of course, it would be unreasonable to re- 

quire a comprehensive description within such nar- 

row limits. Advertisements of this nature are cir- 

cumscribed in their scope by the scantiness of the 

space at their disposal. 

* * * 

DEALER SHOULD STAND BEHIND 

HIS ADVERTISEMENTS. 

















Have something behind your advertisements. Do 
not advertise high sounding phrases. Advertise qual- 
ity, service, personality, reliability. Persistent adver 
tising of these will absolutely bring returns. 








— 
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HEATING AND VENTILATING 








aii 


ANNUAL MEETING OF HEATING AND 
VENTILATING ENGINEERS HAS 
EXTENSIVE PROGRAM. 


An extensive and highly instructive program has 
been arranged for the Twenty-sixth Annual Meeting 
of the American Society of Heating and Ventilating 
Engineers, which is to be held January 27, 28, and 20, 
1920, in the Engineering Societies Building, 2g West 
Thirty-ninth Street, New York City. The sessions 
over practically every phase of the profession. The 
papers which are scheduled to be read have been writ 
ten by men of unquestioned standing among heating 
and ventilating engineers and will form the basis for 
thoroughly practical and educational discussion. The 
program in full is as follows: 

Program of the Twenty-Sixth Annual Meeting of Ameri- 
can Society of Heating and Ventilating Engineers 
To Be Held January 27, 28, and 29, 1920, in the 
Engineering Societies Building, 29 West 
Thirty-Ninth Street, New York City. 

All sessions will commence promptly on the hour 
and will be conducted in accordance with the follow- 
ing rules: 

I. At professional sessions each paper shall be 
read in abstract, 10 minutes being allowed to the au- 
thor for the presentation, unless otherwise authorized 
by the meeting. 

[I. A member who has given notice of his intention 
to discuss a paper and has reduced his discussion to 
writing, may be allowed 10 minutes for its presenta- 
tion. 

[If. Each speaker shall be.limited to 5 minutes in 
the oral discussion of a paper, unless the time shall be 
extended by action of the meeting. A member who 
has once had the floor may not again claim it, until all 
others have been heard, who desire to speak on that 
paper. 

IV. Authors of papers may have 5 minutes to 
‘close the distussion on the paper. 

Tuesday, January 27, 2 p. m. 

Business session : 

Announcement of Quorum. 

Appointment of Tellers of Annual Election. 

Address of President. 

Report of the Council. 

Report of the Secretary. 

Report of the Treasurer. 

Reports of Committees : 

Committee on Revision of Constitution. 

Committee on Automatic Ventilators. 

Committee on Furnace Heating. 

Committee to Confer with Weather Bureau. 

Unfinished Business. 

Report of Tellers of Annual Election. 

New Business. 

Industrial Relations : 


Address: The Cooperative Movement, by James 
P. Warbasse, President Cooperative League of Amer- 
ica. 

Research Session: 

Paper: Heat Losses from Direct Radiation, by 
John R. Allen. 

Paper: Progress Report of the Committee on Re- 
search. 

Paper: Tests to Determine the Efficiency of Coal 
Stoves, by John R. Allen and F. B. Rowley. 

Paper: A Report of Progress in Warm Air Fur- 
nace Testing at the University of Illinois, by A. C. 
Willard. 

Paper: Determination of Radiant Heat Given Off 
by a Direct Radiator, by John R. Allen and F. B. 
Rowley. 

Wednesday, January 28, 2 p. m. 

Ventilation Session; 

Paper: An Advance in Air Conditioning in School 
Buildings, by E. S. Hallett. 

Paper: Test of the Beery System of Heating and 
Ventilating, by C. E, Beery. 

Report: Status of School Ventilation in the United 
States. 

Drying Session: 

Paper: Recent Developments in Drying, by C. E. 
Mangels. 

Address: Dehydration, by Dr. R. H. McKee. 

Ileating Boiler Session: 

Paper: The Magazine Feed Boiler and Fuel Con- 
servation, by Chas. F. Newport. 

\ddress by E. C. Molby on Development of Maga- 
zine Feed Boiler. 

Paper: Relation of Boiler Heating Surface Area 
to Boiler Capacity, by P. J. Dougherty. 

Paper: Four Years’ Experience in Prevention of 
Corrosion of Pipe, by F. N. Speller and W. H. Walk 
er. 

Thursday, January 29, 10 a. m. 

Fuel Session: 

Paper: Oil as a Fuel for Boilers and Furnaces, by 
H. H. Fleming. 

Paper: Oil Fuel, by F. W. Staley. 

Paper: Fuel Oil Equipment, by John P. Leask. 

Paper: Oil Fuel versus Coal, by David Moffat My 
ers. 

Address: Oil Fuel, by W. C. McTarnahan. 

Paper: Pulverized Fuel, by E. R. Knowles 

Professional Session: 

Paper: Work of the Construction Division of th 
War Department, by Major R. W. Alger. 

Paper: Atmospheric Heating System for Railroad 
Cars, by Thomas H. Ireland. 

Paper: Color Schemes for Distinguishing Plant 
Piping, by H. L. Wilkinson. 


Topical Discussion: Ventilation of Garages 
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The members of the American Society of Heating 
and Ventilating Engineers are not so absorbed in the 
exacting duties of their profession that they have not 
time to think of the courtesies due to their women 
folk. Consequently, an excellent program has been 
arranged for the entertainment of the ladies who may 
accompany their husbands or other male relatives to 
the Annual Meeting. 

PROGRAM FOR LADIES. 
Tuesday, January 27. 

Afternoon: Gathering of Ladies Committee in 
Main Lobby. 

Evening: Visit to the Capitol Theatre—Ladies to 
meet in Main Lobby at 7:30 p. m. 

Wednesday, January 28. 

Noon: Luncheon—Ladies ‘to meet in Main Lobby 
at 12:30 p. m. 

Evening: Theatre Party—Ladies to meet in Main 
Lobby at 7:30 p. m. 

Thursday, January 29. 

Evening: Dinner and Dance—Hotel McAlpin, 7 
p. m. 

The Ladies Committee consists of the following: 


Mrs. A. S. Armagnae Mrs. George Schmidt 
Mrs. F. T. Chapman Mrs. C. W. Obert 
Miss Helen R. Innes Mrs. W. S. Timmis 


For complete information, the visiting ladies are 
requested to inquire at the Information Bureau and 
consult the members of the above Ladies Committee 

The annual dinner and dance of the American So- 
ciety of Heating and Ventilating Engineers will be 
held at Hotel McAlpin, Broadway and Thirty-fourth 
Street, New York City, at 7:00 o'clock, Thursday 
evening, January 29th. This function, as well as 
other arrangements for the enjoyment of the mem- 
bers are in charge of the following Entertainment 
Committee : 


Wm. H. Driscoll, Chairman. 
I’. E. W. Beebe W. F. Goodnow 
Frank T. Chapman W. G. LeCompte 
G. A. Dornheim W. J. Olvany 
W. L. Fleisher C. L. Riley 
Samuel L. Greason Arthur Ritter 
J. B. Garfield George G. Schmidt 
E. F. Glore P. H. Seward 

B. K. Strader 


A Bureau of Information is to be maintained on 
the first floor of the Engineering Societies Building, 
opposite the main entrance during the three days of 
the Annual Meeting. Detailed information will be 
furnished regarding the visit to points of engineering 
interest. Those who desire to participate in the ex- 
cursions are requested to leave their names on arrival 
with the Bureau of Information. The committee is 
prepared to provide guides and to make any necessary 
preparations to visit any point of interest to which a 


party of ten or more can be secured. 
— 2+ 


SPECIALIZES IN THE MANUFACTURE OF 
STEEL REGISTERS. 


Specialization in a particular line produces the best 
that is possible in any endeavor. The Hart and 
Cooley Company, New Britain, Connecticut, declares 
that for fifteen years it has concentrated its entire 
facilities in the manufacture of steel registers only. 
In fact, throughout the trade steel registers and The 


Hart and Cooley Company have become synony- 
mous. For reliable steel registers many installers turn 
to The Hart and Cooley Company. The inevitable 
outcome of specialization in any product is a supe- 
riority of construction of the article on which the 
concentration of effort is centered. The natural re- 
sults have ensued in the case of The Hart and Cooley 
Company. Steel registers of unusual neatness, 
strength, etc., have been put on the market by this 
company. Their line is extensive. For every need 
of a register they can supply a product which they 
say will meet with more than satisfaction. Many of 
the features distinctive of The Hart and Cooley Com- 
pany registers are protected by United States pat- 
ents. Thus this company embodies many details of 
construction in its products which could not be dupli- 
cated. Installers desiring to acquaint themselves fur- 
ther with the line of registers made by The Hart and 
Cooley Company, should write to them. 
~o- 


IS AID TO BETTERMENT OF SKILL. 


Take advantage of every opportunity to compare 
your work with that of others. Degree of attainment 
is determined by comparison only. Failings are also 
brought out by comparison. And before an error can 
be corrected it must be known to exist. Match your 
skill with a view to its betterment whenever the op- 
portunity presents itself. 


ny a SOO ———e——..— 


GUIDES CIRCULATION OF WARM AIR. 


Air circulates in accordance with natural laws. but 
in the case of the circulation of the warm air diffused 
by warm air heaters, the air is required for a specific 
use. It must be directed to all corners of the house 
in order to provide an even 
temperature. True, the nat- 
ural convection of the air 
insures, in most instances, a 
proper and sufficient circula- 
tion of the warmed air. But 
by use of the Neal’s Regis- 
hecite Cieteid tes eel Shield, illustrated here- 

by the Hall-Neat Furnacewith, manufactured by the 

diana. Hall-Neal 
pany, Indianapolis, Indiana, the air is dirécted in such 
* manner that even warming of, the house is better 
accomplished. Besides directing the air this product 
will keep the walls free from stains. Also, any dust 
that might be accidently carried in the air will be 
caught by the overhanging projection which can be 
seen in the illustration. The Neal’s Register Shield 
has two moisture pans, one on each end. The air 
which comes through a register on which is installed 
this article is given a higher percentage of humidity. 
Thereby the air is made more hygienic. Its conduc- 
tivity of heat is made greater. The healthfulness of 
the entire system of warm air heating is said to be 
enhanced by this seemingly simple device. Dealers 
should write to the Hall-Neal Furnace Company, 137- 
39 West Washington Street, Indianapolis, Indiana 
for detailed information pertaining to these registe' 
shields. 





Furnace Com- ° 
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PRACTICAL HELPS FOR THE 
TINSMITH 


PATTERNS FOR COAL HOD. 











square points over from all similar points in plan as 
—_—— 2-4-6, etc. This gives the intersection for tracing the 
By O. W. KorHE. developed surface line. This gives the girth spaces 

A coal hod is a very difficult geometrical figure to for all similar points while developing the pattern. 
develop, and although many workmen prefer to try The pattern is set out as all triangulation patterns 
it very early in their Pat- , mene 
tern Drafting training. In 
such cases the workman 
may memorize the lines 
and manage to step off the 
patterns all right, but the 
moment he forgets one sin- 
gle point or line, he is lost. 
This shows the fallacy ot 
taking on too difficult fit- 
tings at the start. 

The elevation is _ first 
drawn, drawing line A-A 
and making A-C at 30 de- 
grees to A-A. Measure 












Pattern 





the diameter of bottom as . | 
C-11 and draw the back | 
line 11-12 the same as you 
would a frustum of a cone. B 





It is best to work from a t™ »\ 
center line. After this the } KS : “2 \ 

' * = -— 
top curve can be sketched | Elevation | 


free handed or described | 
with compasses as in this 
case. Intersections are es- 
tablished as shown. 

From the elevation the 





/ 
/ 
I) | 
| 
/ "thi \ \ 

{_ 4 LBS 
| 

| 








c! b) ri 1 ¢* / oye « LU xa 
plan is projected, and ’ Ae a 
. “ = — 4 
treated in spaces and o™N ae atts 
. . -~ s 4 
spaced into triangles. From 
. . ? ! 
these points in plan erect tle a a N 
lines to the bottom and top \ | 
. ' : ; ¢ a | | L ja 
lines of elevation, and this ‘ ¢ ‘ 4 
’ = — a 
enables drawing those 
1 Patterns for Coal Hod. 


lines. Points must be 

closely followed or numerous snags will be met with. are. The only point to bear in mind is to pick the 
Our next step is to develop the diagram of true distance A-2 from plan for pattern instead of from 

length. This we do by extending the base line C-11 elevation as it is larger in plan view. 

as I-A and erect a vertical line from any place as C. meee 

From each high point in elevation as A-2-4-6-8-10-12 WILL HAVE GRAND MASQUERADE BALL. 

project horizontal lines across this vertical line in ——. 


diagram. Then with dividers pick the plan lines as 





One of the reasons why the sheet metal trade of 


A-C; A-1; 1-2; 2-3; 3-4, etc., and set them on each 
side of diagram center line. Place the solid lines on 
the right and the dotted lines on the left and then 
draw the slant lines to the altitudinal heights. This 
Zives the true lengths. 

sefore the pattern can be set out a developed sur- 
face line of the top concave curve must be developed. 
So pick the spaces 2-4-6-8-10-12 from elevation and 
set them on the center line of plan. Erect lines and 


St. Louis, Missouri, is always wide awake and full 
of enthusiasm is that the people connected with it 
know the value of occasional jollifications in keeping 
business from becoming too serious and therefore dull 
and burdensome. In harmony with this habit of bal- 
ancing work with play, a grand masquerade ball is 
to be given Saturday evening, February 14, 1920, by 
the Sheet Metal Contractors’ Association, and the 
Sheet Metal Consumers’ Protective Association of St 
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Louis at Drill Corps Hall, Sidney Street and Iowa 
Avenue, St. Louis, Missouri. The masquerade ball 
is to be made the occasion for celebrating the Ffteenth 
Anniversary of the National Sheet Metal Contractors’ 
Association of the United States, which was organ- 
ized February 22, 1905. 

The committee in charge of the evening’s entertain- 
ment consists of the following members chosen from 
both associations : 

William Koeslsch, chairman; A. J. Symonds, Secre- 
tary ; Charles Wand, Treasurer; J. J. Robertson, John 
Fr. Ruth, A. F. Faessler, Frank B. Higgins, Jule 
Gerock, W. E. Kraft, Richard R. Klohr. 

The sheet metal people of St. Louis are urged by 
the committee to put aside all excuses and to exercise 
their utmost ingenuity in devising costumes and dis- 
guises which will add to the jollity of the masquerade 
ball. 





GIVES COMMITTEES OF AUXILIARY OF 
THE MICHIGAN SHEET METAL 
CONTRACTORS’ ASSOCIATION. 


It is generally conceded that a considerable degree 
of the success achieved by the Michigan Sheet Metal 
Contractors’ Association is due to the cordiality and 
diligent assistance of the Salesmen’s Auxiliary to the 
Association. In preparation for still greater activity 
during the present year the following committees of 
the Auxiliary have been appointed: 

Nominating. 

R. W. Blanchard, Chicago, Illinois. 

Jack Beckley, Milwaukee, Wisconsin. 

C. F. Nason, Grand Rapids, Michigan. 

Auditing. 

D. Witmer, Grand Rapids. 


J. A. Stearns, Detroit. 
H. W. Brainerd, Adrian. 
Membership. 


W. S. Jackson, Detroit. 

H. H. Herrendeen, Grand Rapids. 

Clarence Wormnest, Grand Rapids. 

W. S. Phelps, Hastings. 

Ray Brockway, Grand Rapids. 
Entertainment. 


LL. H. Pearce, Grand Rapids. 
kK. E. Behler, Grand Rapids. 
I’, E. Ederle, Grand Rapids. 


T. I. Peacock, Grand Rapids. 

The spirit of cooperation which rules the Auxiliary 
finds its highest expression in the practical work of 
such committees as the foregoing. Every one of the 
members is an earnest worker and possesses the re- 
spect and confidence of the sheet metal trade through- 
out the State of Michigan and neighboring sales ter- 
ritory. 

; ia a 
SHEET METAL CONTRACTORS DO HONOR 
TO FRED DE CONINGH. 


A cordial set of resolutions, beautifully engrossed, 
was presented to Fred de Coningh by the Sheet Metal 
Contractors’ Association of Chicago at the regular 


monthly meeting of that organization, January 6, 1920. 
Mr. de Coningh has recently retired from the sheet 
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metal business in which he was formerly connected 
with the Sykes Company, Chicago, Illinois. He has 
been unusually active in promoting the interest of the 
sheet metal contractors of Chicago and has given his 
best effort to the development and strengthening of 
the Sheet Metal Contractors’ Association of Chicago. 


————_ —- + @ « - —-— -_ -- 


OBTAINS PATENT FOR SHEET METAL 
ELBOW FORMING MACHINE. 


Under number 1,326,916, United States patent 

rights have been granted to Adolf Dieckmann, Cincin- 

nati, Ohio, for a sheet metal elbow forming machine 
described herewith : 

A sheet metal 

forming 

com- 


elbow 
machine 
prising a mandrel 
having on its ex- 
terior a non-cyl- 
indrical pattern, 
a frame encir- 
cling the free end 
of said mandrel, 
an exteriorly sup- 
ported and in- 
wardly movable 
crimp former lo- 
cated close to the 
free end of said mandrel, a series of segmental jaws 
the counterpart of the pattern of said mandrel mount- 
ed upon said frame and movable to and from said 
mandrel to shape and clamp an elbow blank upon said 
mandrel during the formation of a crimp, a main 
plunger having its exterior of the same pattern as 
that of the mandrel, located inside of the elbow blank 
and between the crimp former and the free end of the 
mandrel and movable endwise to and from the free 
end of the mandrel, and an auxiliary plunger of the 
pattern of the mandrel jointedly connected to said 
main plunger and mandrel therewith to a position out- 
side of said crimp former. 


iy 738% MMO ASSN BES 
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MAKES SATISFACTORY PRODUCTS. 


The Sykes Company, 930 West 19th Place, Chicago, 
Illinois, makes sheet metal products that have a long 
list of satisfied users. It is an established principle 
with this company that 
its workmanship always 
must be of the best. All 
specification submitted 
for the materials which 
it manufactures are 
filled with accuracy. In 
the illustration herewith is shown a corrugated meta! 
sheet, manufactured by The Sykes Company. The 
company also produces siding. Corrugated sheets can 
be furnished painted or galvanized. Among other 
things, this company manufactures metal window 
frames and sash, glazed with wired glass, skylights 
etc. Price list and estimates will be furnished upon 
request to The Sykes Company, 930 West roth Place 
Chicago, Illinois. 





Corrugated Sheet Made by The 
Sykes eg on Chicago, 
nois. 
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MEETS TO DISCUSS PLANS FOR THE 
PROMOTION OF THE INTERESTS 
OF SHEET METAL TRADE. 


The meeting of the Trade Development Committee 
of the National Association of Sheet Metal Contract- 
ors which was scheduled for 10:00 o’clock Monday 
morning, January 19, 1920, in Hotel Sherman, Chi- 
cago, Illinois, did not convene until 1:30 p. m., owing 
to some of the members being delayed by the slowness 
of their trains. The session was preceded by a lunch- 
eon at which Harry C. Knisely, President of the Sheet 
Metal Contractors’ Association of Chicago, gave a 
hearty welcome on behalf of his Association to the 
delegates from out of town. During the luncheon, 
which was enlivened by whimsical pleasantries, gener- 
al good fellowship prevailed. The meeting was called 
to order by Paul F. Brandstedt, Chairman of the 
Trade Development Committee, who invited all pres- 
ent at the luncheon to remain and take part in the 
discussion to assist the committee in making headway 
toward the carrying out of its plans. 

In a brief but comprehensive address the Chairman 
of the Trade Development Committee, Paul F. Brand- 
stedt, of Washington, D. C., placed specially strong 
emphasis upon trade journals as the logical means for 
reaching sheet metal contractors in any campaign for 
the betterment of associated interests. [lis address in 
full is as follows: 

Address of Paul F. Brandstedt, Chairman Trade 
Development Committee National Association Sheet 
Metal Contractors To the Meeting of His 
Commitee, January 19, 1920, in Hotel 
Sherman, Chicago, Illinois. 

“In calling this meeting your Chairman feels the 
importance of the proposed work and its necessity. 

“At the first meeting of our Committee held at 
Cleveland, August 22, 1919, a plan was worked out 
and as per the action of the Committee at that meet- 
ing the plan was submitted to the National Associa- 
tion of Sheet and Tin Plate’Manufacturers. As per 
letters received from that Association, and in turn 
submitted to you, I do not believe that we can expect 
any support from them. 

“The plan as then laid out would have been the 
ideal one for the reason of its permanency and its 
thoroughness, covering the entire field of our industry, 
completely. 

“Since we could hardly finance the first plan in its 
submitted form, I still feel that a modification of the 
same can be worked out and with a systematic distri 
bution, we can in a measure accomplish what we first 
had intended. 

“The original plan provided a publication in book 
form. The suggestion I offer now is that we adopt 
a plan that provides for a pamphlet publication, pat- 
terned after the bulletin system of the various de- 
partments of the Government. The subjects to be 
complete in each copy, publications to be in sequence 
and when the entire set is out, they to form a unit 
which can be bound and kept on a shelf of an archi- 
tect’s or your own office. 

“The trade papers to be used to promote a system- 
atic drive on our people to cultivate ‘Thinking Sheet 
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Metal,’ its elevation and any and all improvements in 
method and materials. 

“Please note we will drive our people through the 
mediums of our trade papers, the logical way to reach 
them, and then we go into the broader field, reaching 
the designer and consumer through the bulletin pub- 
lication, the entire process being one of hammering 
and educating. 

“The second factor of the plan is finance. 

“The modified plan involves an outlay of cash, not 
so large by any means as the original plan, but still 
cash and the writer is getting a rough idea as to cost 
which is herewith submitted. It is for this committee 
to work out a financing plan that will give us the 
necessary funds. If we can not finance this plan, then 
we can only take recourse to our trade papers, which 
are a splendid means of educating our own people 
but will not in the nature of things reach the designer 
or the consumer. As I see it, no plan is complete 
without reaching those two important factors as just 
mentioned and though we can do a lot of good it 
would not reach that point of contact that is being 
reached by the makers and users of materials that are 
supplanting sheet metal. 
about the manufacturer: 
Kither their difference is 


“In conclusion a word 
‘There is something wrong.’ 
caused by a tremendous volume of business or they 
do not care for the good will and the cooperation of 
our Association. I for one am not satisfied and would 
certainly like to get at the bottom of this very unsatis- 
factory situation. If we have any unfriendliness to 
contend with we would like to know the cause and 
remove same or, if our motive is not understood, we 
stand ready to make it plain; in short. stand on our 
merit. We represent a large volume of business and 
purchasing power and feel we are entitled to cordiality 
and cooperation since our plans are for conserving, 
elevating and expanding.” 

At the close of Chairman brandstedt’s interesting 
address, an expression of opinion was requested from 
those present. It was suggested by Mr. Thesmacher 
that the Chairman ask those present to prepare the 
standard specifications on the different branches of 
sheet metal trade, with a view to incorporation in book 
form for the use of engineers and architects. 

The Chairman called upon Thomas P. Shean, who 
volunteered to submit specifications on skylight work 
and the proper means of ventilating same by gravity 
ventilation and the proper gearing to operate side 
lights. 

Paul F. 


on general sheet metal work, copper roofing, cornices, 


Prandstedt offered to get up specifications 
lashings, etc., with sketch covering same. 
Paul L. 


will get up a specification on metal windows 


tiersach, with the assistance of Mr. Shean 
with 
sketches of same. . 

Lc 


low metal doors with sketches for same. 


MacFarland will get up specifications on hol- 


‘red deConingh will get up specifications on cor 
rugated roofing and siding with sketches showing how 
to apply them. 

Tony Howe and George Thesmacher will constitute 
a committee to the rolling mill representatives and 
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interest them in the matter of finances and also coop- 
erate with the other committee on metal doors. 

David Mr. Haines volunteered to prepare specifi- 
cations and sketches for mechanical ventilating. 

The general Chairman of the Trade Development 
Committee expressed himself very well satisfied with 
the work at the meeting and gave the committees until 
the 30th of March to report to him on the various 
matters entrusted to them regarding the various speci- 
fications, etc. All felt sure they would be ready to re- 
port by that time. 

3esides Chairman Paul I’. Brandstedt, of Washing- 
ton, D. C., the following were present at the meeting 
of the Trade Development Committee in Hotel Sher- 
man: Paul L. Biersach, Milwaukee, Wisconsin ; Har- 
ry C. Knisely, Chicago, Illinois; George Thesmacher, 
Cleveland, Ohio; Tony Howe, Cleveland, Ohio ; David 
M. Haines, Chicago, Illinois; J. C. MacFarland, Chi- 
cago, Illinois; Fred deConingh, Chicago, Illinois; 
Daniel Stern, of AMERICAN ARTISAN AND 
[HARDWARE Recorp, Chicago, Illinois, and Thomas P. 
Shean, Chicago, Illinois. 


DECIDES ON DATE OF CONVENTION. 





In order that there may be ample time in the mean- 
while to make preparations for getting the best pos- 
sible results from the sessions, it has been decided 
to hold the annual convention of the Master Sheet 
Metal Contractors’ Association of Wisconsin, March 
17, 1920, in Milwaukee, Wisconsin. No effort is neg- 
lected by those having charge of the arrangements 
for the convention to make the meeting yield positive 
results to those who attend, not only as regards the 
strengthening of friendly ties among the members, 
but also with a respect to the betterment of trade con- 


ditions for the entire membership of the organization. 
77eoe 


MOVES TO LARGER QUARTERS. 

Kor the purpose of greater convenience and the 
gaining of larger floor space, J. C. Mclarland Com- 
pany, manufacturers of sheet metal doors and win- 
dows, formerly located at 2701 South Wells Street, 
Chicago, Illinois, has moved to Thirty-sixth Street 
and. Parnell Avenue, Chicago, [llinois, where com- 
plete facilities are available for carrying on its busi- 
ness. The Company has a branch manufacturing plant 
at LaPorte, Indiana, where it is engaged in making 
metal billiard tables. At LaPorte, the com- 
pany has the advantage of being free from the an- 
noying restrictions and 
labor organizations. 


sheet 


unreasonable demands of 


ASKS FOR CATALOGUES OF SHEET 
METAL AND WARM AIR HEATERS. 


Rhinelander, 
Sheet Metal 


Having just opened up a shop in 
Wisconsin, under the name of Noble 


Works, the proprietor thereof, Dan Noble, is desir- 
ous of receiving catalogues covering supplies for tin, 
sheet iron, and copper work, and warm air heaters. 
He has had extensive experience in all branches of the 
trade and possesses business ability which warrants 
the prediction that he will achieve success in his new 





venture. His address is, Dan Noble, Proprietor No- 
ble Sheet Metal Works, 119 South Stevens Street, 
Rhinelander, Wisconsin. 


~~~ 


NOTES AND QUERIES. 





Malleable iron Wood and Brick Conductor Hooks. 
from F. G. Deets, 201 South LaSalle Street, Aurora, Illinois. 

I would like to know where to get malleable iron 
wood and brick conductor hooks. 

Ans.---Berger Brothers Company, 229-231 Arch 
Street, Philadelphia, Pennsylvania, and Berger Man- 
ufacturing Company, Canton, Ohio. 

Lamps and Burners. 
From W. A. Covell and Son, 228 West Fourth Street, Water- 


loo, lowa. 
1. Kindly furnish us with the name of a manufac- 


turer of poultry lamps. 2. Also name of firm making 
lamps and burners. 

Ans.—1!. Kentucky Stamping Company, Louisville, 
Kentucky, make poultry lamps. 2. Scoville Manu- 
facturing Company, Waterbury, Connecticut, and Ed- 
ward Miller and Company, Meriden, Connecticut, 


make lamps and burners. 

Steam and Hot Water Heating and Plumbing Supplies. 
From C. H. DeVoe and Sons, Woodford, Wisconsin. 

1. Please advise where | can obtain Wolff’s steam 


and hot water heating and plumbing supplies. 2. Also 
give us name of a firm from whom we may purchase 
heating and plumbing supplies. 

Ans.—1!. Wolff Manufacturing Company, 255 
North Hoyne Avenue, Chicago, Illinois. 2. Weil 
Brothers, Lake and Desplaines Streets, Chicago, IIl- ° 
inois, can furnish you with heating and plumbing sup- 
plies. 

Electric Furnace for Heating Soldering Irons. 
From A. L. Honeker, 415 Cedar Street, Wallace, Idaho. 

Please advise who manufactures the Current elec- 
tric furnaces for heating soldering irons. 

Ans.—The Current Electric Company, formerly lo- 
cated at 18 East Kinzie Street, Chicago, manufactur- 
ers of this electric furnace, was bankrupt several years 
ago, and their line of electric furnaces discontinued 
You, however, can secure an electric furnace for heat- 
ting soldering irons from American Electrical Heater 
Company, Detroit, Michigan; Dover Manufacturing 
Company, Dover, Ohio, and Presto Electric Company, 
323 Geary Street, San Francisco, California. 

Band Iron or Steel. 
From Hemp and Company, St. Louis, Missouri. 

We would like to know where we can purchase two 
cr three thousand pounds of one-half inch half oval 
lg band iron or stee’. : 

Ans.—Joseph T. Ryerson and Son, 2558 West 16th 
Street, Chicago, Illinois; Pittsburgh Steel Company, 
Fifth Avenue and Grant, Pittsburgh, Pennsylvania. 

Gasolene Burners. 
From the Standard Furnace and Range Company, 501 West 


Main Street, Louisville, Kentucky. 
Please tell us who manufactures gasolene burners. 


Ans.—George M. Clark and Company, 179 North 
Michigan Avenue, Chicago, Illinois; Dangler Stove 
Company, 5017 Perkins Avenue, Cleveland, Ohio: 
New Process Stove Company, 4421 Perkins Avenue. 
Cleveland, Ohio; Reliable Stove Company, Cleveland. 
Ohio; Ringen Stove Company, 825 Chouteau Avenue. 
St. Louis, Missouri; all divisions of American Stove 
Company, and Clevton and Lambert Manufacturin< 
Company, Detroit, Michigan. 
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1,326,911. Clothespole. Charles G. Carlson, Chicago, III. 
Filed Dec. 26, 1917. 

1,326,928. Iron. Yotaro Harada, Stockton, Calif. Filed 
July 29, 1918. e 

1,326,933. Vise. John O. Holen, Tono, Wash. Filed 
April 5, 1919. 

1,326,942. Attachment for Cooking Utensils. Adam F. 
Lochner, Chandler, Okla. Filed Feb. 15, 1919. 

1,327,030. Planting-stick. William A. Gamble, Macon, 
Ga. Filed Aug. 11, 1919. - 

1,527,045. Gravity-hinge. Arthur Sheridan Hughes, 
Mansfield, Ohio. Filed March 25, 1919. 

1,327,048. Kerosene Burner. John H. Kinealy, Fergu- 
son, Mo. Filed January 10, 1917. 

1,327,059. Clothesline Support. William H. Ortman, 
Milwaukee, Wis. Filed Apr. 12, 1919. 

1,327,082. Sheet Metal Cutting Machine. Charles P. 
Buck, Topeka, Kans. Filed February 19, 1918. 

1,327,092. Burner for Gas or Oil. Herbert Forester, 


Cleveland, Ohio, assignor of one-half to Alexander M. Ski- 
binsky, Cleveland, Ohio. Filed Mar. 12, 1918. 

1,327,115. Knockdown Stove. William Horace Robin- 
son, Schenectady, N. Y. Filed Aug. 8, 1919. 

1,327,134. Can-opeher. William F. Blake, Toledo, Ohio, 
assignor of fifty-one per cent to Henry W. Duvendack, To- 
ledo, Ohio. Filed June 25, 1917. 


1,327,150. Holding Device for Window Shades. Plato 
G. Emery, Chicago, Ill. Filed March 31, 1915. 

1,327,155. Scraper. Charles Gottschalk, St. Paul, Minn 
Filed May 24, 1919. 

1,327,194. Chuck. Fred E. Bright, Philadelphia, Pa. 
Filed April 23, 1917. 

1,327,203. Oven Attachment for Stoves. Hans C. Han 
sen, Seattle, Wash. Filed January 18, 1918. 

1,327,410. Turning Tool. Eugene Simeone, Webster, 


Mass. Filed March 24, 1919. 

1,327,445. Expansion Mandrel. Ernesto G. Rider, Phil- 
adelphia, Pa., assignor to Schwerdtle Machine Company, Phil- 
aisiphia, Pa., a Corporation of Pennsylvania. Filed January 
24, 1919. 


4 
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Frederick G. Wieland, Brooklyn, 
Cap & Corporation, 
Filed Febru- 





1,327,453. 
a * 
Brooklyn, N. Y., a Corporation of New York. 
ary, 27, 1919. 


Screw Cap. 


assignor to Anchor Closure 


1,327,456. Charles Lewis 
Jaender, Oakland, Calif., assignor, by mesne assignments, to 
The Torrington Company, Torrington, Conn., a Corporation 
of Connecticut. Original application filed June 28, 1909. Pat- 
ent No. 1,138,437. Divided and this application filed May 8, 
1915. 


1,327,458. 


Carpet Sweeping Appliance. 


Match Safe. Gustave C. Brown, Bridgeport, 


Conn. Filed April 25, 1919. 

1,327,460. Curtain and Shade Fixture. Roy L. Collins, 
Redwood, N. Y. Filed June 24, 1918. 

1,327,489. Kitchen Fixture. Zhetley V. Matthews, 
Charleston, Wash. Filed April 12, 1919. 

1,327,508. Heater. Lee H. Whitehorn, Eureka, Colo. 


Filed August 2, 1918. 

1,327,524. Wrench. 
Filed May 24, 1919. 

1,327,532. Strainer. 
May 6, 1919. 

1,327,547. Safety Razor. 
Va., assignor of one-half to William K 
28, 1919. 

1,327,549. Roller Skate. 
Utah. Filed March 8, 1919. 

1,327,561. Tool Holder. Arthur 
Ill., assignor of one-half to William B 
Filed May 14, 1917. 

1,327,566. Tool. 
Dec. 4, 1918. 


1,327,568. 


Louis A. Crombie, Hicksville, N. Y. 


Flora Duvall, Chicago, Ill. Filed 


James D. Goodwin, Richmond, 
Dennis. Filed May 


Frederick Gunnarson, Ogden, 


EF. Johnson, Chicago, 
Pierce, Chicago, Ill. 
Edward Morris, Oakland, Calif. Filed 


Egg Beater. Peter Neukirchen, Chicago, IIL, 


assignor to Julius H. Wald, Chicago, Ill. Filed May 25, 
1917. Renewed Nov. 17, 1919. 
1,327,578. Wheelbarrow. Frank D. Vessey, Spokane, 


Wash. Filed Mar. 10, 1919. 
1,327,594. Sash Fastener. Josiah H. Edwards, Los An- 
geles, Calif. Filed Oct. 24, 1918. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








INCREASED PRODUCTION IS URGENT 
NEED OF THE STEEL TRADE. 

Increase of production in order to meet the con- 
stantly growing pressure of consumers is the most 
urgent need of the steel trade. The problem, there- 
fore, is to bring production up to a point where 109 
per cent operations will be possible as the efficiency 
of the working forces has been impaired by the late 
‘strike and while labor is more plentiful than it has 
been, not all of this labor is really skilled, or rather 
it is a case of new men being in scores of places and 
time being required for these men to become familiar 
with the work they are to do. The leading producer 
is practically “pegging” prices on the basis of the old 
schedule of March 21, of last year, and has accepted 
an enormous tonnage based on these prices, but it is 
practically alone in this price stand as most of the 
smaller producers are only booking down business as 
they can handle in the near future and are accepting 
such heavy premiums for the work that prices are 
being boosted as much as though the rate were actu- 
ally and officially raised to levels $5 to $10 per ton 
for some grades. 

Naturally, the steel trade is making every effort to 
clean up the heavy tonnages on the books and in sight 
so as to clear decks for the heavy railroad business 
which is just ahead of us, and advices from Chicago 
indicate that the Santa Fe Railroad will probably order 
70,000 tons of rails this week with the Great Western 
inquiring for 10,000 tons. Canada is also heavily in- 
terested in the steel market in Pittsburgh and Chicago, 
and some of the rail mills have booked enough business 
already to last out the full year. 

The railroads have not started to buy cars on any 
scale as yet, but nevertheless the shortage of plates 
is acute and substantial premiums are being received 
where supplies are available. 

Hot-rolled strip steel is in a strong position, but 
in most cases regular consumers are covered for the 
first quarter of the year and the same applies to cold- 
rolled strip steel and cold-rolled steel bars. 


STEEL. 

The steel industry is making all shift to struggle 
through the heavy volume of orders which have piled 
up on the books, and also the potential business which 
is waiting outside the market for the first signs of a 
let-up which would enable the mills to consider addi- 
tional tonnage. 

The railroad buying is an old story, principal in- 
terest now centering on the total amount to be placed 
and the percentage of rush work which will be neces- 
sary in order to meet the requirements of the roads. 
Other industries are already suffering from lack of 
steel and can only sit back and wait or make such 


shift as may be with stocks garnered from jobbers and 
warehouses. 

The matter of prices continues to be a bone of con- 
tention in the steel industry. There is no denying 
that the influence and tremendous operating resources 
of the leading interest constitute a powerful force in 
the direction of stabilizing prices. But, to some ex- 
tent, though only temporarily, the smaller producers 
are disturbing the equilibrium by collecting big pre- 
miums. 


COPPER. 

The week in copper opened quiet, with only routine 
business contracted by producers. There are some 
inquiries pending settlement, and it is expected that 
some sizable tonnage will be placed before long. Great 
activity in all home industries, especially in the steel 
industry, indicates a heavy demand for the red metal. 
It is said on authority that domestic consumption is 
by far greater than before the war, and almost using 
up the refinery output. 

A general lull in the copper market the latter part 
of last week has held in check further improvement 
and the situation must be described as a shade easier. 
The falling off in buying is in réality not a depressing 
factor, for domestic consumers have done a good 
deal of buying during the last four weeks, in fact, 
the tonnage taken was-far in excess of expectations, 
and some of the producers have sold their output as 
far as second quarter. 

Thus the quiet period is only the usual halt after 
an unusually heavy activity, and should have no in- 
fluence on the market. A possible disturbing factor 
is seen in the unsettled political situation in Germany. 
The copper market has counted on an early restora- 
tion of industrial activity in middle Europe and any 
setback in this direction undoubtedly will cloud the 
prospect of an early resumption of copper exports. 
The further demoralization in foreign exchange is not 
inviting to export business ; consequently the tendency 
of copper is easier. 

It may be that the mine and refinery production 
will not get back to basis of last year for a long time 
to come, for the reason that during the war a large 
part of the production went into very heavy brass for 
cartridges and the output of the brass mills here and 
abroad were very large by contrast with the output 
of brass now, which is of a much lighter weight per 
square foot. On the other hand, much the largest 
part of the production is now going into copper wire 
here and abroad. 

In the Chicago market sheet copper is quoted at 
29% cents per pound. 

TIN. 


The market for tin remains entirely under the in- 
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fluence of the London speculative trading, and follows 
closely the ups and downs from day to day. For 
example, last Monday’s cables reported an advance 
of £8 in all London positions of tin and the domestic 
market answered with an advance of 114 cents a 
pound in all grades. Straits spot and futures were 
held at 6434 cents and 99 per cent at 6334 cents. That 
under those extremely uncertain prices from day -to 
day only the most necessary kind of buying appears, 
is obvious. 


LEAD. 

The leading producer's price is maintained against 
all fluctuations of the lead market, but offerings at 
that price are quite scarce and dealers are. holding 
out for three-eighths of a cent more per pound in the 
outside market. 

Labor conditions are far from satisfactory in the 
lead industry. Costs of production continue high 
not only because it has been found necessary to in- 
crease wages to meet the augmented living expenses 
of the workers, but also for the reason that there has 
been a slowing of the output per man. 

In the Chicago market an increase of prices has 
taken place in sheet lead. Full coils sheet lead have 
advanced from $11.00 per hundred pounds to $11.50 
and cut coils from $11.25 to $11.75 per hundred 
pounds. 


SOLDER. 

The quotations ruling the Chicago market for solder 
are as follows: Warranted, 50-50, per pound, 39.50 
cents; Commercial, 45-55, per pound, 37.10 cents; 
Plumbers’ per pound, 34.75 cents. 





ZINC. 

Zinc market is quiet, but the situation seems on 
the whole to be good. Few sellers are at present 
showing any interest at the prevailing figures, and they 
have been drawn on to the extent of a fair volume 
in the last few days, sufficiently so to incline them to 
proceed slowly in the matter of selling. What the 
effect of a prolonged absence of London.buying will 
be it is hard to say, but there is this satisfactory fea- 
ture, that England is more disposed to buy futures 
than prompts and futures are what our producers are 
most disposed to sell. 

The market has experienced continued heavy ex- 
port demand and an improvement in demand from 
domestic galvanizers, who want prime western for 
prompt, February and first quarter shipment. These 
interests, due to the coal and steel strikes of the 
autumn and early winter, were uncertain as to their 
coming requirements and adopted’ a hand-to-mouth 
policy which now is bringing them into the market. 


TIN PLATE. 

As far as prompt or early tonnages are concerned, 
the shortage of tin plate continues unrelieved. Mill 
operations are slowed down by scarcity of sheet bars. 
Supplies can be had in limited quantity provided the 
buyer is willing to pay a stiff premium above the 
Pittsburgh base price—in several recent transactions 


amounting to 33 more. Heavy demands are being 
made for tin plate, but few of the makers are in a 
position to take on any further tonnages. 

The effect of this stringency in the tin plate indus- 
try is reflected throughout the trade in a disposition 
to offer attractive premiums in order to secure sup- 
plies to satisfy immediate, pressing requirements. In- 
deed, under such conditions as now prevail, service 
rather than price is the first consideration. 

In the Chicago market, first quality tin plate IC, 
14X20, are quoted at $13.50 per base box of 112 sheets 
and other gages in proportion. 


SHEETS. 

The same shortage of sheet bars which hampers 
the production of tin plate also acts as a restriction 
upon the operation of the sheet mills. The leading 
interest has not been securing enough sheet bars to 
take care of more than half the normal requirements 
of its Eastern plants. Comparatively little reduction 
has been made of accumulated business and the spot 
or prompt supply is far below the demand. 

Naturally, in these circumstances, it is inevitable 
that prices have stiffened to a noticeable degree. Ac- 
cording to the law of supply and demand, sellers are 
sure to exact premiums for releasing portions of a 
limited stock. The result is that the random buyer 
is at a disadvantage, preference being given to regu- 
lar customers. 


OLD METALS. 

Wholesale quotations in the Chicago district which 
may be considered nominal are as follows: Old steel 
axles, $33.00 to $35.00; old iron axles, $35.00 to 
$36.00; steel springs, $25.00 to $26.00; No. 1 wrought 
iron, $26.00 to $27.00; No. 1 cast, $36.00 to $37.00, 
all net tons. Prices for non-ferrous metals are as fol- 
lows, per pound: Light copper, 14% cents ; light brass, 
g% cents; lead, 5% cents; zinc, 5% cents; cast alu- 
minum, 24% cents. 


PIG IRON. 

The market report of the Matthew Addy Company, 
Cincinnati, Ohio, declares that there are not wanting 
in the market cautious men wlio see in the present 
high prices and the tendency to still higher prices a 
great element of danger. Their idea is the more in- 
flation the more severe will be the inevitable period 
of deflation. But there is not a thing in sight today 
to indicate that the time of deflation is near. In fact, 
everything points quite in the opposite direction. 

Furnaces are still pressed for delivery of contract 
iron; and are doing their utmost to relieve the pre- 
vailing shortage by trying to increase production. 
While some progress has been made in blowing in 
more furnaces, it is the coke situation which has pre- 
vented so far any further expansion. There are vari- 
ous factors which influence the conditions at the 
coke ovens. But weather and the car shortage are 
determining the working capacity, which is not much 
over 50 per cent. But makers believe the fixed gov- 
ernment price for coke which still obtains, is no in- 
ducement to ovens to hasten production. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 








LEAD. 
ee i £9 35 
J Ds his6sseussseedannceseteud 9 60 
—— Sheet. 
; Full coils........ per 100 Ibs. $11 50 
PIG IRON. eS eer per 100 Ibs. 11 75 
a tA £40 00 TIN. 
= SE Fdy., No. 2.. 40 50 
Southern Fay, No. 2.. Se DE icccccnvevsonertesawendde 70¢ 
Lake Sup. C eee Be EE cesheceeeseceesees eee eo Tie 
Ss cctescsncese 41 00 
FIRST QUALITY BRIGHT 
TIN PLATES. HARDWARE 
os 14x20 112 cecote 13°30 
Bae ccee 
sy —_ irehbeenneeneel 3 4 ADZES. 
a Ba. ccccccsesecece . 
(erratic 18 40| © orpenters’. 
» Saanes 10a28 ERAS: 19 60 DL An sateawdnedeswoneie Net 
BZG.ccceseseseeser a , 
X SE cis sclsaienan 31 00] ©00°ers". 
a. BEE oscccewsecaes 34 00] Barton’s.............0+.ee00s Net 
EXXX_ 20428... .corccccees BE | WR Dcccccccdenceoesssseoce Net 
IXXXX 20x28 eee eseeeesseere 39 20 Railroad. 
nt ccecnewinesddesevens Net 
COKE PLATES 
Cokes, 180 Ibs...... 20x28 $16 80 AMMUNITION. 
kes, 200 Ibs...... 20x28 17 00 F 
Cokes, 214 lbs....... IC 20x28 17 40) Peters Cartridges. 
» 270 Ibs...... IX 20x28 19 30] Semi-Smokeless........... Lese 18% 
PED cccccseccoscses Less 18% 


BLUE ANNEALED SHEETS. 


ON Se per 100 Ibs. $5 27 
he per 100 lbs. 5 32 
ES” eee = per 100 lbs. 5 37 
Ee per 100 lbs. 5 45 
ONE PASS COLD ROLLED BLACK, 
OR, cv cieieael per 100 Ibs. $5 80 
= | ae per 100lbs. 5 85 
= aan per 100lbs. 5 90 
eee per 100lbs. 5 95 
i aor per 100 lbs. 6 00 
ee Bo aces neweed per 100 lbs. 610 
GALVANIZED. 

Me. 16... cccccccceses per 10) lbs. $6 75 
Bes Bn ecccccess per 100\bs. 6 90 
PP POs cccacanne per 1001b;. 7 05 
He. 26...cocccccse PPIs. 7 20 
reer per 100' ts. 7 35 
Sarees per 100 lbs, 7 £ 

Sn Pshndscnavaes oer 100 lbs. 8 Ci 


ee per 100 lbs. $7 1° 
eer per 100lbs. 7 2( 
= ee per 100lbs. 7 <0 
No. 27 .-per 100lbs. 7 40 
i Ma tecescccaues per 100lbs. 7 50 


KEYSTONE HAMMERED 
POLISHED STEEL. 


per 100 lbs. $9 85 
9 35 


eeeeree 


PE 2404 ac0k0ense per 100 Ibs. 


7 
BAR SOLDER. 
Warranted, 50-50... per 100 Ib. 39 50 


Commercial, 45-55 ” 37 10 
eseesocccces 34 75 


eee eee eee ee eee eee ees 


eee eeee 


Shells, Loaded, Peters. 
Loaded with Black Powder. Less 15% 


Loaded with Smokeless rors, 


medium 


Loaded wit 
high grad 


Winchester. 


Smokeless Repeater Grade. Less 15° | Pinch or Wedge Point, percwt.. . .$8 50 
Smokeless Leader Grade. . . Less 154 
Black Powder ........... Less 15¢ 
yay BASKETS. 
Arrows LLLIIIIE oes: | Clothes. 
WOW COD. ccccccccocccese 10&5°; Small Willow........ per doz. 15 00 
" Medium Willow...... * 17 00 
sun Wads—per 1000. Large Willow........ “ 29 00 
Winchester 7-8 gauge.... 10&7 
9-10 pauge.... 10&7 re 
“ ‘11-28 gauge.. .. 10&74% | Galoanized Stee. 4 bu. 1 bu. 1) bu. 
Powder. Each Per doz...... $11 50 $17 00 $22 00 
DuPont’ s Sporting, kegs. ....$11 25 
ae kegs... 3 10 AUGERS 
DuPont’s Canisters, !-Ib. . 56 
“ Smokeless, on. .. 43 50 Boring Machine... ere 
“ © begs... 22 00 | Irwin’s........- ecccccceccecesee 
= ” }-kegs.... 5 75 Carpenter's Nuh....ccccsecesess+O% 
- “ _ canisters.. 1 00 
L. & B. Suen. Extra Sporting Hollow. 
Pere rrr ree eee eee 11 25 Bonney’s..........per doz. 30 00 
L. & . pein Extra Sporting 
PI. sc ccccccvcces tee 5 90 | Post Hole. 
L. & * Drange. Extra Sporting 3 10 Iwan’s Post Hole and Well..... 30% 
“MOMS. ccc cccccvcccere * : 
L. & R. Orange, Extra Sporting Vaughan’s, 4 to 9-in.. .per doz.$14 00 
DBDs GRMNINRNS. cc cccccse 56 | Ship. 
L. & R. Orange, Extra Sporting Ford's, with or without screw, Net list 
ee rrr 32 
L. & R. Orange, Extra Sporting AWLS. 
4-lb. canisters.......... 22 | Brad. 
Hercules“E.C.” and “Infallible’’ dled 
50 can drums.........+- 43 50 Me. 3 Mantied....... ogee. ee 
iT les “E.C." k 22 50 No. 1050 Handled... . 1 40 
oe . it ORS... .cceee Shouldered, assorted 1 to 4, 
Ilercules “‘E. C.,"’ 4-kegs....... 11 25 
Hercules “Infallible.”” 28 com | ween pergro. 4 00 
Srow@rums..-..-.-....+..-, 22 00| Patent asst’d, 1te4..  * 8s 
Hercules “Infallible,” 10 can 
RS sn akenrewensee 9 00 Harness. i 
Hercules “E. C.,"" 4-kegs....... 5 75 Common..... eeeeeee ™ 1 05 
Hercules “*E.C.”’ and“Infallible’’ Patent...... secceeee §6® } 00 
Se iicrenseeuniws 1 00 
Hercules W. A. .30 Cal. Rifle, Peg. p 
TE EN 1 25| Shouldered.......... &% 1 6u 
Hercules Lightning Rifle, POM ccccccecce 2 75 
MLL c4aceoded ines 1 25 
[Iercules Sharpshooter Rifle, Scratch. 
CAaMiStefS. ......se+seees 1 25) No. IS, socket hand’ld.per dos. 2 50 
Hercules Unique Rifle, canisters 1 50} No, 344 Goodell-Pratt, 
Hercules Bullseye Revolver, i 40% 
So; tebeckeeces 1 00 List, less ....++++++0+0035 ° 
No. 7 Stanley | 2 25 








Solid Wrought 


er 


ANVILS. 


ASBESTOS. 


ades 
Smokeless Powder 


Board and Paper, upto 1/16” 17c oer > 
Thicke 8c perlb 


ess 15% 
s 157 


oy [Single Bitted (without handles). 









Broad, 
a er List 
2 Ca, Beickaecownnt $69 OC 
Firemen's (handled), 
saeenanawe per doz. 21 00 


Warren Silver Steel. . 


Warren Blue Finished. 
Matchless Red Pole 


Double Bitted (without handles). 
Warren's Natl. Blue, 34 to 44 

Prices on application 

The above prices on axes of 3 to 4 Ibs. 


are the 


BAGS, PAPER NAIL. 


16 
Per 1,000....$5 00 650 750 9 00 


eeeee 


BALANCES, SPRING. 


BARS, CROW. 


* 


10 


Tee eee ee eee eee eee ee 





AXES. 

First Quality, Single Bitted, 
3to4lb 

First Quality, Double Bitted, 

per doz. 20 50 


eee eeeeee 





Prices 
on applicatior. 


20 25 


BEATERS. 

Carpet. Per doz. 
No. 7 Tinned Spring —,- - & 10 
No. 8 Spring Wire 1 50 
8 a 175 

Ege. Per doz 
No. 50 Imp. Dover ........ $110 
No. 102 “ = 1 35 
No. 150 “ na 2 10 
No. ey Heavy hotel tinned: 2 10 
No. o Ba 
No. is > 6S so -- 360 
No. 18 - pa = -- 450 

Hand. 

8 9 10 12 
Per doz.$11 50 13 00 1475 18 00 

Moulders’. 

Ps seniocaceees Per doz. 20 06 
BELLS. 

Call. 

3-inch Le | ny Rotary Bell, 
Bronzed base...... per doz. $5 50 

Cow. 

Kentucky..... aseeeesesnseses 30% 

Door. Per doz. 
New Departure Automatic...$ 7 50 

Rotary. 

3 -in. Old Copper Bell ...... 6 00 
3 -in. Old Copper Bell, fancy. 8 00 
3 -in. Nickeled Steel Bell.... 6 00 
34-in. Nickeled Steel Bell.... 6 50 


Hand. 
Hand Bell polished . - List, us }. 
White Metal. Pp BS 


Nickel Plated..... oe > ; 
er “ 10% 
Miscellaneous. 
Church ant School, or) alloys. ..30% 
Farm, lbs. 40 75 100 
aan «sore ($3 00 < 9s 5 50 7 25 
BEVELS, TEE 
Stanley’s rosewood handle, awe 
i STEEL eeeeeooeen 
BINDING CLOTH. 
ee. . ccnaccessdaernsseeses 55% 
i .  cckestlascessocesaunees 40% 
Brass, plated.........eseeeeeeeed 60% 
BITS. 
Auger. 
| a I ssc wi ticeenn 25% 
PG Re List plus 8% 
Pord’s Ship ere ee 
Og err 35% 
Russell Jennings..........--+-- 20% 
Clark’s Expansive..........- 33%% 
Steer’s * “* Small list, $22 = Re 5% 
Feel 63 -” baa 5% 
Lewin Cag. jose cas 5% 
ord . ear Sf ceveeneeea pret ‘pies 5% 
Dh... cpeppeniwieatencenesen 10% 
Countersink. 
‘ 2 25 
Bo 3 18 Wheeler's - pan Gas he 4 
American Snailhead. ps 1 75 
oe 2 00 
- iat. aeccee ” 1 40 
Mahew’s Filat...... ” 1 60 
Fcccecs = 1 90 
Dowel 
ussell Jennings. .......+++--- 20% 
Gimlet. 
dard ble . 
on ~— oz. $1 jo-6i 60 
Countersink.........+++. 80 
Reamer 





American Octagon. . 
Screw Driver. 
No. 1 Common..... . “ 
Stanley..... ie 
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BLACKING, STO 
BLA DES SAW: pe naee 
Butchers’. 
Standara, ? & l}-in..... heen Net, 
RECN, 6 i dncneesadescon aa 
Pe ahkavndbicedsddsdnaenes ” 
Hack. 
PN cis bicinn ote aiamaimand enenewed 5% 
edt006 4d ehbecedaaed Nets 
Wood. 
Disston 
iced banacen 6 66 26 
Atkins Be HH He 
| ere 2 14 18 
$385 $650 $475 
BLOCKS, 
Snatch. 
Wooden....... er 
Tackle. 
Ison Stsapped......ccccce Plus 10% 
BOARDS. 
Stove. 
Wabash Crystal......... Net Prices 
Wabash Oriental......... a 
Wabash Mosaic......... ~“g 
Wabash Delft Enameled... . 
Wabash Art Inlay....... * 
Wash. 
No. 760, Banner Globe, single) 
(uc wees cae ae ae perdoz.$5 25 
No. 652, Banner Globe, (single) 
RS aa perdoz. 6 75 
No 801, Brass King.. “°° 8 25 


. 860, Single—Plain Pump 


BOLTS. 


Carriage, Machine, etc. 


Carriage, }x6 and sizes smaller. 
shorter 


6 25 


SE GH . os pc0cscesces - 30% 
Carriage, sizes larger anc longer 

III, ac den Gah kin herd 20% 
Machine, {x4 and sizes small 

reer 35-5% 
Machine, my 7. larger long- 


a cinnsecend sbaaunae HS 

Gem, bronze plated..........- 5% 
Barrel. 

Eee ceseeeceess Nets 
Wrought, teceseliciccicccs* 
Plush. 

Wrought eeceeeeres eeeeseeeere % 
Spring 

TEE. . cccecceneces sceccese ™ 

Wrought. heavy..... eoeceseee fs 
Square. 

Wrought..... mmm & 

BORERS. 

Angular. 

Miller's Falls....... per doz. $23 00 
Sill borers, No. 51... “ 00 

= = ite 39 50 


BRACES. 
Fray’ s Gevipetginde. 


ee 


~ 
Wrought Steel . . 


- 2081 
$7 


Well, 
Oak, Wrought Iron Riveted 
Top Ears......... per doz. $8 00 
BURRS, RIVETING. 
Copper Burrs only..... 25% above list 
Tinners’ Iron Burrs only......... 30% 
BUTTS. 
SR en ee ee 74% 
Wrought Brass (New List)... ..Plus5% 
Wrought Steel, Bright............ 40% 
Wrought Steel, Japanned... . Net prices 
CALIPERS. 
IGS ciitthnadudmenigwocesesa Nets 
Minside and Outside.............. 
MA the adedticncccenenecase ” 
CALKS. 
Logger'’s Boot. 
(Lufkin R. Co.'s), per M...... $7 00 
Toe. 
Blunt and medium, | prong, 
i Ec ntnciph mamomnun $6 20 
Sharp, | prong, per 100 Ibs.... 6 70 
CANS 
if ilk. 
Elgin. 
Pre 5 8 10 
er $400 $5 15 $5 15 
Iowa Pattern 
| ee 5 & 10 
Hach....... $4 00 $5 15 $5 15 
CAN OPENERS. 
see Openers. 
CAPS, GUN. 
See Ammuni.ion. 
CARPET STRETCHERS. 
See Stretchers. 
CARRIERS. 
Hay. 
Diamond, Regular....each, Nets 
Diamond, 4ling....... 0 eg 
CARTRIDGES. 


See Ammunition, 


CASTERS. 
Standard—Ball Bearing....... 50&10% 
ickehinabumicciheideaae ca eeee 40% 
Common Plate 

I sein oie dh niteos teow dh ae 15% 
Iron and porcelain wheels, new 

| ee 

Philadelphia Plate, new list. . . .50% 

Pa cceneennconsnaendas 40% 

CATCHERS, GRASS. 
No. 160S, per doz............ $12 25 
ae  § aAwesebueses 14 0} 


CEMENT, FURNACE. 





- 40% 


American Seal, 5 1b. cans, net $0 45 
” ** 101b. cans, “* 90 
” ** 25 1b. cans, “ 1 87 
Pecora, 5 lb. cans........ “ 45 
7" FOU G casece ” 90 
—_— | | oe - 1 87 
CHAIN AND CHAINS. 
Breast Chains. 
Doubleslack...... doz. pairs, $8 50 
With Covert Snaps wi 5 80 
W-th Slide....... a 5 00 
Without Slide. . .. » 4 60 








Picture Chains. 
Light Brass, 3 ft..... per doz. $1 25 
Heavy Brass,3ft.... “ 175 
Sash Chain. (Morton's) 
Steel, per 100 ft. 
Piactwetbtsdeebandssaessent $2 50 
iedkcteeesndanacban eaten 3 10 
ints iannedtedsebeuseseseuae 3 60 
Champion Metal. 
Divtaeikstnnienebueseuase 5 40 
DiehibscidaxdadedGaseacee 5 60 
DskctGheteucesseanekdiane 7 75 
Champion Metal.-Extra Heavy 
Ptdivcekereeacseuutsuwves 9 50 
Cable Sash Chains. 

i Genstaccaad List Net Plus 15% 
CHALK, CARPENTERS’ 
eee eee per gro., $1 40 
Ee ne awe ebb ek hee - 1 40 
0 eer ne - 1 25 

Common White School 
CBs cccoccoese - 25c¢ 
CHARCOAL. 
eR acisacescetces per bag $1.70 
CHECKS, DOOR. 
ae Beak iol ote bias Net list 
Ri pechsesceek eet nnee™ > 
CHIMNEY TOPS. 
Pic ckcekiccinusees 35% 
CHISELS 
Box. 
a ccceaas : 14 
Round, per doz $5 25 575 
Flat, per doz 7 8 25 
Cold. 
Good quality, § in. and 
ME cons tecshoowseveseon Nets 
Smaller size, per doz........... Nets 
Socket, Firmer. 
ee Price on Application 
Socket, Framing. 
So 3: os vad ad Price on Application 
Tanged, Firmer.—Barton's. 
With handles..............Net list 
Choppers, See Cutters, Meat. 
CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 
eee List less 35-40% 
Yankee, for Yankee Screw 
Pe ivekennancddamdsan 
CHURNS. 
Anti-Bent Wood, 
Gal «i 7 
ines ig wi $3 460 48 
4 erty 65&74% 
Common Dash 
| SE ee 5 7 
ee 17 00 19 00 
CLAMPS 
Adjustable. 
Pe itiesecaeseeeaeseneus 30% 
Pt ccacddanseedecs 20% 
Cabinet. } 
iin 0606db00seseesncess 20% 
Carpenters’. 
Steel Bar....... List price plus 25% 
Carriage Makers 
24” (esbeeeebesened per doz. $7 00 
ct hebiewnaedcaee ™ 14 00 
See ses 28 00 
Si cy«shetnenase ws " 46 00 
Quilt Frame. 
No. 30 Ball and Socket, 2}” 
Dh inant ne per gross $11 25 
No. 50, Ball and Socket, 34” 
 anplasreasaes per gross 12 25 
Hose. 
Sherman's, brass, j-in., per doz .48c 
Double, brass, $-in., i 20 


Sew Filers, 
Wentworth’s, No. 1, $12.50; No. 2, 
$18.25. No. 3, $16.25. 
CLAWS, TACK. 
Wood hdl. No. 10...... per dez es 
For r Om wood hdle. “ 1 75 
Solid steel........... 2 40 
— 50 
CLEANERS, 
Drain. 
Iwan’s Adjustable............. 40% 
Iwan’s Stationary ........... 30% 
Pot. 
Mkeietccnnnecen per doz. $0 75 
Side-Walk 
ee per doz., Net prices 
CLEAVERS. 
Family. 
Beatty’s,inch 7 8 10} 
Per doz. .$27 00 2900 33°00 36 00 
CLEVISES. 
Pi ictesenevekuaensae 10c Ib: 
CLIPPERS. 
Ds seadebiaach wiaawes $2 25&6 00 
CLIPS 
Pn cdcnktedsdasdeeadune ad 65&5% 
Damper. 
eee per doz. 70c 
PM accitiuectsawand . 38c 
PP hedteckedeucnnecdes . 50c 
CLOTH 
aimery. 
ee ene New Prices 
UR baiak oi ada bi oukaie sas * 
Hardware Wire— Prices on 
Full rolls (100 ft.) application 
12 Mesh, galvanized.... - 
—_— =" sane “ 
16 ” ie swKe wa 


is “* sees 
Screen Wire. Prices on application 
12 mesh, painted, per 100 sq. ft 


COLLARS, STOVE PIPE, 


Lacquered 


Inches 5 6 7 
a! ..... 85c $1 15 
COMPASSES, 

Carpenters’ ...ccccccccccccccccce 158% 
COPPER—See Metals. 
COPPERS—Soldering. 

Poi~*ed Roofing : 

S Mo. and bear.akeccccccss O°, Ib. 37c 

a ie oas ogaie neg “ " 38¢ 

ff rrr rr Te ca 370 

Pt ccckinenebaneseuse 3 

it re = 43c 

CORD. 

Picture. 

Whnkte WikO.ccccccccccccces 60&5% 

Sash. 

Sampson Spot, No. 7.per doz. $24 50 
Sampson Spot, No.g.per doz. $29 40 
CORKSCREWS. 

EE Ee eT ee 30 

Williamson's Regular. 35&1 is 

Williamson's Forged Worm....... A 
COTTERS, SPRING. 

All sizes (new list) ..........-.-. 80% 
COUPLINGS, HOSE. 

Pg ccccceencsased per doz. $7? 25 

COVERS, WAGON—See Tents. 


CRADLES, GRAIN. 


Morgan's Grapevine . .per doz. $45 C@ 
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CRAYONS—See Chalk. ELBOWS—Conductor Pipe. Wood Pails. HANGERS. 
: ‘ 7 Frazer's, 15tb.$1.00; 25 th. $1.50 each | Barn Door. 
Galvanized Steel, Tin and Terne, | t141, Lightning, 15 tb. 90c; 25 tb.| U.S. Rolled Bearing.......... 124% 
CUTTERS Round Corrugated. 

Glass. Size. Dos. $1.21 each. ee 124% 
Webaned..cccicccccvcvcecsses 40% | ee OR Te 40% lin Cans. Warehouse Tandem, No. 44. ..334% 

Meat. 3-inch Terre eee ere eeee lees ee 65% iPrazer’s Conductor R. : 

Enterprise—Nos. 5 10 BE ME scccncescoccgpes seeees+-65%] 13%b. per doz....... as oe $1 .75| Iwan's Perfection............ 45% 
Each ‘$2 50 $6 25 $3 75)S-tach.....cccccccsccccccccecs-OSIl 3D. per dos....c.ccccccese - 3 25 | Eave Trough. 
Nos. 22 32 CAs cccdccsccccceevccoeees sOy All sizes. 5” or smaller, 
- i) / i i, , omen r per gross. $3 80 Net 

Pipe. GRINDSTONES. All sizes, larger than 5”, 

Saunders’, No. 1 3 EMERY, TURKISH. lPemily, 8 i(i(‘(‘(‘ié*d@C*‘( tn ne ew eww per gross. 500 * 
Each......-++. $185 275 6 75\cice I-lb. S-Ib. 10-Ib| Inches.. 7 8 10 12 | Garage Door. 

Slaw and Krout. er doz. | Per pound..... 18  I4c 13¢] Perdoz..2050 21 75 26 25 305C| Right Angle............... 50&10% 
4-knife Kraut.. 00-55 00 Sliding Foldi 50% 
3-knife Kraut, 8x27 in.. 13 00-18 00 Loose. iding Nk dadeentateene A 

1-knife S Slaw. ......++. 2 50 EYES. Per ton.......-- Price on application Receding. ee esos ererereseseeese 50% 
2-knife Slaw.......... 3 00 Parlor Door. 

Wests csbezecececes 11 00] Bright Wire Screw—See Ooods, B. W.| Mounted. 

Pick 60, 10&5%| Ball . 1 a 3 ee per set, $3 75 
DAMPERS, STOVE PIPE Drifting rererr ree ee » catalan ee rn 18 500 5 25 Ives’ Improved RN “ 3 40 
Hooks and Eyes— Each.......+. Lane’s Standard. ka 3 50 
sdoat $1 00 Brass, 14’ No. 60..per gross, $3 50 Lane’s New Model. . ” 3 10 
hts an GUN WADS. Le Roy Noiseless... bosenneend — 
i. iccaeudiesedtanewcanenen 115 Amm iti Co ee 
RRR IIa RS 1 25| FASTENERS, STORM SASH. weiceeaaiaaae AVANCE. 0.02.0 0es2e eres 408&10% 
Wuispencssatocsnntvensande 2 20/ shroeder’ Pe 1 50 HASPS. 
Panccsnbicscnovactoncbainny as “ 5 00 GUNS. Hinge, Wrought... .. Add 50% to list. 
DP cx eetdevdésesdadaiekias 6 00 Iver Johnson Champion Single With Staples—See Staples. 
Barrel Shot Guns...... Net Prices 
DIES AND STOCKS. | -_—PILESANDRASPS. |p hur Hamman, [caeet,,, HATCHETS. 
DN. écakeneaeewaenias New List oo Le ee per doz. $1 50@1 85 
Delta... see eeeeeeseeeeeeeeees 30% Cast Shingling... 1 50@1 85 
DIGGERS. ee oes List plus 25% HAFTS, AWL. G : . 4% 
Post Hole. ere a ook Brad. ermantown...........+.s-000% () | 
a doz. $14 50] wy; , Common......+++++- per doz. $0 35 _ HAY KNIVES. 
Iwan’ 38 lit Handle FBureka) Nicholson’s— Peg See Knives. 
4-ft. Handle..... per doz.. 15 00 DN 6cintaueconenssneus 60% 4 p ie 80 
in, a re - DME WIEN. csvccoccvcetved 50-10-74%| Patent, plain top..... na HAY RACK BRACKETS 
eel sPerfection(Atlas) . 16 50] Bigck Diamond 50&5%, Patent, leather top... 90 | Wenzleman’s No.1 per doz. sets, $18 00 
Iwan's Hercules pattern ‘ a se oe eee nee ° ‘ ° “ « 19 20 
See also Augers—Post Hole BE sevcseasacenedvete 50-10-74% Sewing. Wenzleman’s No. 2 
Sicitens Wilen.....caccace. cs 28% | Great Western ........... 50-10-74%| Common..........++ w 24 HINGES. 
Kearney & Foot......... 50-10-74%| Patent...........+-. 551] Blind. ; 
DOOR CHECKS—See Checks. Psc acc sessacese 50-10-74% ary s Gravity 4 ts, $2 25 
Nicholson brand ........... 50&74% Oo De weeeeeeeee per doz. sets, 
DOORS, SCRESN. J. Barton Smith.........+. 50821% HAMMERS, HANDLED. = Seay “ow 8 75 
-in. 4-panel, painted...... Net Prices} X-F Swiss Pattern.........Net list. per doz., net*| &2¢: . 
1}-in. 4-panel, painted...... a Blacksmiths, Hand, No. 0, 26 oz.$11 11] Clark’s......... ‘ 2 3 
“a Simonds’............ seeeeceeees50%| Engineers’, No. 1,26 02....:... 11 11] Hgs&Ltch, doz. $5 50 7 00 9 75 
sscaedndtbaaindcieialandunatabiede Disston’s..........++++ +++ + +50&10% | Farriers’, Now 6,7 02.....----- 7 23] Hingesonly “ 4 75 : 50 8 00 
DOOR HANGERS—See Hangers. |Heller’s..........+.0++++++-60&10%| sachinists’, No. 1,7 02z........ 665] Latches only. £90 190 
FORKS. Nail, - 
DRILLS. Barley. Vanadium, No. 41}, 16 oz., oe aa gross $10 00 
Ss Ee ee New Prices PGs sosnsecscssaceses ———— e 
Blacksmiths’ Twist. (New List).....40%|aon°" "*” wai Vi. B.No 11}, 160, per doc. 13 95] St0ele-+eeeeeeeereees 7 00 
Bresst. 24IMO 2.0000: bnaneous New prices Garden City, No. 111}, 16 Sori 
, Te paws hiatens New prices oz., per doz....... 11 90 4 
Millers Falls No. 12....Each, $46 00 “ : ‘ yo oy hae ileal: OR Per Add 124% to list. 
ee HR 26 00 <4 - seseeeed. Seni net _ prices! Tinner's Riveting, No. 1, 8 oz., Colutbia Dbi. Acting. . .40810 085% 
IBBING.. ee eee eevee ew prices POT EOS. .cccccicccccccese DE Geisacanasse case essonge 0 

Hand. BODO. « ccvncessccovees New prices! Shoe, Steel, No. 1, 13 oz. ‘pen doz. 10 00 eee peeetene.. .per gro. Sue 
Goodell’s Automatic. Header. Tack New Idea........- pergro. $7 20 
Nos. 01 03 Stine ......eeeeeeeeees New prices ‘ ” ET ccuamhchasunnennetsn 20% 

9 C ic. 
Perdoz.12 00 14 40 ee scccnvccsessporil New prices oo ae 
Page OCT BOZececececccecece. ve Wrought Iron 
Goodell’s Single Gear, per doz. 15 75 | Manure. i aan 
Goodell Pratt No. 44 per doz. 30% 4-tine...... ceeeeceeeees New prices Nent Strap Hinges... ...... '5&5% 
ist. -— Serer rreee eee ee 0 HAMMERS i H St Hinges. *'20&74% 
Goodell-Pratt No. 379 per doz FREEZERS—ICE CREAM. oa Light T Hinges =... List plus 5% 
list, IS 64 as0keeensekaren 30% White Mountain 1I-quart.... Heavy Hammers and Sledges. Heavy T Hinges se ee List Pn ey 
Reciprocating “ ae es =F |e ~~ “eS 50%| Extra Heavy T Hinges. ... %o 
oo it) 4 itd og 
ys ere doz 2600) « “ “ 5 Ibs. and over........ ++. -50&10 
_ —— : 6 “ $3 9 % Screw Hook and Strap. 
re 1 2 Masons’. ‘ 75 
2 Pr ie u & Single and Double F, 6 to 12in....... per 100 Ibs. $7 75 
DRIVERS, SCREW Taken ate a. 2 a F ingle and Dow ACE. .+ 442 +-50% ee m 7 50 
7 caeevaneie 6 > . o i 

oi oss cnicantiene Nets a 22 to 36 in.....-. 73 
BE PORE. oc vccccosecceves = GAUGES. Auger. g Hook ot iin 
Champion eal ae ie ee * |\Cream Pail. Common Assorted... .per doz. $0 75 Screw Sd y sii -pait $2 60 
Champion Pattern............ * ) PRON. ...0000000 per doz. $3 75/ Pratt's Adjustable, Nos. 1 & 2, ; = Paar a ie 5 3 50 


Reed's Lightning 
Goodell’s Spiral 
Yankee Ratchet 


EAVES, TROUGH. 
65-10% off Standard List. 


ELBOWS—Stove Pipe. 


1-piece Corrugated, Uniform. 


ee eeeeeee 


Cee eee eee 





eee eee eee ee ee ee ee eee ee) 





eee eee eee ee ee 


eeeee 


AB8. cccccgeccccccces eecveoceces 30% 


Chisel, 
Hickory, Tanged, Firmer, Assorted, 
55c; Large, 85c per doz. 
Hickory, Socket Firmer, Assorted, 
70c; Large size, 80c per doz. 
SC Os 5 stentavacte jceeeseel 
Dr fling Pick 40% 
File, assorted, 30c; Large, 35c per doz 


SOO eee 


Hammer. 

per doz. 40 to $1 00 
‘es 45c@1 00 
50c@1 00 

POTTTTTY 


Machinists’... . 
Hay and Manure Fork... 


Screw Driver. 


60 
90 


HOES 
PE  cncactonseyasdendaon Net 
Grub. 
Sd ici simidiaionee-se ik New prices 
Ps ncsdcees per doz. New prices 
Ladies’ and Boys’....... New prices 
eee New prices 
Planter’s Eye.........-- New prices 
Weed.rccccccce eenavene New piices 
HOOKS. 
Awning. No. 60.......pergro 50% 
Belt. 
ae Jia .-70&5% 








Wire. 

SD anceckdgeconneeadon 25% 
GIMLETS 
ee - -35@40% 
GLUE. 

Bulk. 
snc. ceasobeend per lb. 35c¢ 
Ck “ 40c 
Be OR intiicedsoce - oo 
Liquid. 
Army & Navy............ 202 -40% 
Le Page’s— 
ET dh nee iienaanind eee 374% 
ta Pee 334% 
Be Or wibcenensdaencnanens 25 % 
GREASE, AXLE 
Wood Boxes. 
Prazer’s.......... $13 00 


+ -25% 
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Box. LINING, STOVE. NAIL PULLERS. 
Inch,..... 5 7 10 12 iccckssanaesnnaw per crate, 42c | See Pullers. 
Per doz...$2 50 275 325 385 
LOCKS. NAIL SETS. 
Bush. Barn Door. See Sets. 
Common Axe Handle, per doz.$22 00 No. 60 Stearns....... per doz. $10 00 
Chets. ne 8S Stkween . 17 50 NETTING, POULTRY. 
Inch.. i&% ’ ve ; Galvanized before weaving.,...... 50% 
Pr 100 $7 60-8 10 9 75 11 50 12 GO MACHINES. Galvanized after weaving......... 45% 
Clothes Lime. Riveting. NIPPERS. 
Japanned........ per doz.48c @1 40 Stearns No. 1....... per doz. $12 00 End Cutting. 
Galvanized....... “  75c@? 50 KNIVES Tenoning. Stubb's Pattern, Inches. 5 6 
. » D ae $465 675 
Cost end Het. Beet Topping. No. 50 Peace’s Spoke...each $11 50 : 
Common Wire. ...Dper gro. 1 25-1 65 Clyde, 9-in. Scimiter Blade, dz. $3 85 MAIL BOXES. End ond Diagonal Cutting. 
‘ — penbedheediens seen a Ny an Swedish Side. Inches.. 5 6 
onductor a . ; Beechwood Handles, 64 blade “54°05 . Per dozen........ ooo $4 50 5 75 
Iwan’s Tinned Sickle.......... List. MALLETS 
“ “ . “ ~¢ = ‘ ” Hoof. 
Corn. Ciceetititen sey | ooemer® i iiisvccicedanmnesed 40& 10% 
Common, riveted, painted — a ial ®| Fibre Head, No. 2,perdoz. $16 50} V.&@B....... oo... cc eues SS&S% 
ikinisancteotes per doz. Nets) Corn, 7 No3 “ 19 50 
Little Giant......... - e : e No.4 “ 28 SO NOZZLES. 
Round Hickory..... ** $3 00- 5 00] Brose. 
, a “  Lignumvite.. “ 6 25-10 50] Magic.............. per doz. $9 50 
See Goods, Bright Wire. eee 2 25 Square Hickory..... “ 3 50-5 50 Diemond........... oe 5 75 
Guan. Drawing. “  Lignumvite.. “ 8 00-12 00 
Common Nos.1 3 ~ 7 |*° Standard........ (New List)... .15% | linners’. NUTS, HOT PRESSED. 
Per dos...$4 50 350 375 3 25| Adjustable. = j....0+-++- 1562] Hickory.....0.+00s. “ 2 25 | sovare Tapped. 
‘| MATS. $1.85 off per 100 tbs. 
Hammock. Hay. Door. Hexagon Tapped. 
With plate.......... per doz. 1 1° Iwan’ 8 Solid Socket......doz.$13 00] National Rigid......... 50& 10&5 $1.85 off per 100 tbs 
With screw.......... “ 1 00 eee . eeseensssoeee o- as = Acme Steel Flexible........... 50% : ‘ 
, wan’'s, le Edge... .. 
Lambrequin, or Drapery, per gro...30c] Iwan’s, Impv'd Serrated. “ 15 50] Siove. OILERS 
eae 50% @50&10% NO. 2......00eeeees per gro. Nets Chase Pattern 
Potato and Manure.............. Nets| Hedge. No. 1.. -......-2 a Ce 10% 
Screw. Challenge........... per des. 95 cn] “2! Achestes Fenster, of agile een taiabab aa abel 331% 
itatibekkeseecneeenace 70%| Disston’s..........++ 37 with handle. ......per dos. 1 10 * . aueamnaslaaaaaaaany 0 
Jo. ti ters, wit 
Pn Goods, Bright Wire. . ‘ Mincing. yh, ¥e ; spa -—— doz .. te per doz. $7 00@ 9 00 
Seat | Se per Ib. Sic} Common, Single..... - 60 Machine. 
Cc Je o« 
Scacien Silas. a eS 1 = MATTOCKS. CO oes ccecsecs per doz. $0 85 
HOSE, GARDEN. Streeter, 6-blade oe 2 00 
Per ft ae See es Di: ccc¢eechneseseenenn xe 25% OPENERS. 
Guaranteed 3 ply finch.......16c¢ ; MAULS Box. 
“  4ply finch ....... 184c} Pally: ontene See Box Chisels 
“ 5 ply i Common...... per doz. $0 zs 1 50} [ron, lbs.... 10 13 16 18 
ply finch ....... 134¢] Lander’s...... 250] Perdoz....... Prices on Application Con. — doz. $1 30 
COTTON COV. RUBBER HOSE Wood Face, lbs. 10 14 | Delmonico.......... os 
High Grade Aneche 1° * | Scraping. Per doz....... -Priees on dpplleatint Never Slip. ........- 6s 
———~ oe Beech Handle........ 1 10| Wood Choppers’. Crate. - 
WEP 6s edeetieecseans eceess @c tLander’s...... sclecrearate 5 50@6 5Q| Lake Super’r & Oregon Pat. 49&57% | V.& B............. 7 25-11 00 
i HUSKERS. KNOBS. MEASURES. OUTFITS, COBBLING 
4 Doors. Galvanized, doz...........+.++- Nets | Combination 4 00 
tic ciecictednkaice OE ETE 5 OR Bieeeeed Gee State conc ecees per dos.$6 
eben ted _ Nets a: tamocaton on gn % 29| ‘apanned, dos........++.+++++0- Nets! Economy............. . 8 50 
a per dos. New Nets] Jet........cccccseee = 2 20 Pe bbiaxeseesssees “ 14 50 
LADDERS MILLS, COFFEE 
IRON, PIG. Sommon Long. PIII, 5 o.ocsvaccessvcensys 161% PAILS. 
‘ OES SE At ee ee 170@23c| Parker... ........eeeeeeeeees 50&5% |Cream. 
See Metals.—First column. Bisnis i esithiceccernsiencse, 40-10% | I4-at. without gauge.per dor. $9 0 
SE inaiibaddcnmincs 22 to 28 20-at, - *- 417s 
; IRONS. ilep. MITRE BOXES. 
Curling. a 23c |See Boxes. Sap. 
. ae EE ee per doz. $4 40 omanen, Pith Shelf, add 10c. a 10-qt rer per doz. $4 ro 
Cees eccce- cossesers os 50 Dipidebeakidéene ooedesaeennen MOPS eT eeenese ap 0 
| 8 ae eee . 58 Choticage, 2 RE 55c . 
Princess panionnae ye “ 82S] BOD IDR. 2c ccccccccccccccece 60c|Cotton. Star (Cut Ends). Stock 
a ” 1 25 Pounds 12’ 1S’ 18’ 24’-3 oz. ’ 
awe Galv'd. qts. 16 
Pinking.:............. “1:00 LANTERNS. Per doz. $4 50 565 675 9 00 
Bull's Eye Police. ler doz. $4 Per doz.. “7s 10 75 12 75 rs So 
) 3-in. Flash Light. .. doz. $13 00 
—- Bench Add 10% to li . : nog ee, Lae. on qts.. 10 12 14 
a to list — 
: ” N LEADERS, enaciag 52 Gladiator—B. 8. De Gibasenscees ‘$5 75 630 7 25 
Sad.  iaabenaseetniepti gs ET -- —gpaeaiatie oS aia 
Charcoal........... r doz. $11 00 sp 5 pais tes -Hoop........ 
Common, polished, pe 100 hey 93 LEATHER, LACE. King Universal—B. B. od abet — 
ae ape mates. ---.- 51 SO net | | whide ” _cecee-sfO0ft. $300] Bach........... $5 25 575 600| Cedar, 3-Hoop,brass.. “ Nets 
Common, nickel plated...” m _ eaten = Bae MReiccccccn 14 16 18 
ae. | plated...... 8 25 Bed PANS 
rs. Pott’s, WEE. kccccess 50 390 42 . 
No. $0 J, Enterprise, per set, Nets LEATHERS, PUMP. — $3 . — - 
No. 35 d . “ *' | Valve ond Plunger.....%2......: 10% PRnceetnceneddocuceacedens et 
No.55T. “* “ “ LIFTERS. Fry. 
Tailors’ Sad........... perth “+ | Stove Cover. NAILS. Common.........00sseeeeeees Nets 
Tailors’ Goose......... Coppered <ee per gro. $3 25@5 4 Cat Sted........ Prices on Application ROMBscocacscpevccccccoceecce ” 
Jdeal. Aleska...... or an 10 00| C4 Jrom........ - - “ ——_— 
cocee pubes. ‘a 2. 
$ th.  Fountets... ‘ : ' ° . oe . ‘58 4 Trensom. Wire. Paxton, 
R > Tailors’ Goose......... 5 50 PE ctesenseeenusndcisas 55% Small Lots ...Prices on Application Per dow. : : ; s eer ’ aes di se r = 
7 uyere. LINES. Cement Coated. DP itnennenkbbnemans . 
Single Duck Nest. Der doz. $5 25| Chalk. Small Lots....Prices on Application} Savory No. 200..... per doz. #8 40 
Double Duck Nest , $3 Twisted in 20-ft. hanks. iii 
EG kb ied <Seary aes eac 7 8 9 orseshoe. ; 
iii cnt titel © te on Application} Ausable...................55&5% Building. ianiee 
JACKS. Twisted epee we ee re 1IS%| Plain............ per 100lbs. BAg_ 
Per doz... ete "Prices on Application} Perfect.........+-....ss08. S5S&5% gesved. 5» seeeee = Faas 
ROMiik diicisnxcuaukens +. 30% peaites in 20-ft. nea P UN ssasendcneds cacevas 20&5%| Red Rosin, per ton........ $75 00 
IWVagon. Per doz....... Prices on Application Stale. eee cece cece ee eeeeees W&S% Sent ent Bue 
Richard's No. 1..... per doz. $15 so Mason's. .... . Picture. No. 1, oust best grade.... $5 40 
pes Heeesuvessessneeeees a per doz. $0 95 EE hi atiaredvneunek 25%\| No. 1,perream, cheaper grade. 485 
. 60-ft. Sisal.........- Ps SiGdakisscdedke Lecce + SORS% | Wy 
. Cotton. ......- “ 1S 0| Wrapping. 
Each neko costs? $0 60 $0 80 soft, Braided Cotten “ Be De ceacedcnseved List plus 15%! Express..........+++ 100 Ibs. Nets 
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PARERS 
Apple. 
Goodelll’s.........+ -per doz. Sees 
WIND. 606060640 1 40 
White Mountain ot " 40 
Reading, No. 78 ™ 11 40 
Potato. 
Goodsell’s Saratoga, 10$ in., dz. 6 50 
Goodsell’s Saratoga, 5 in., ‘= 5 50 
PICKS. 
eR TNR ks ccnscressdneed 224 
Drifting ona Poll Picks......... 22 
Plumbs, Railroad...........++. za} 
Seibeetasssesane osvasiues -22§8% 
PINCERS. 
gg —. 


8 10 12 
Per > “$3” 75 475 625 7 00 
Blacksmiths’ 45 


Heller’s...... Coe ereeseseres 0 
PINS. 

Clothes. 
Common....per box of 5 gro. $0 95 

Picket 
Fluted, 15-in........ per doz. $1 10 
Fluted, 21-in........ - 1 60) 
Spi oe ccccccceccs ” 1 90 

‘ PIPE, 

Conductor. 
Plain Round and Round Corrugated 
Se .. cnveanneda ees wdetl 65 
26 os ocnncbhicetarsseuneey = 

Oe a oe ee 
oe ware Corrugated A and B and 
ictagon. 

Eee 
28 unbedbehkdeawsxnad il 45Y, 
26 einen eid kbd ee 35% 
ERR, Feet etaarehttenentaas: © 15% 


Galvanized Toncan Metal, Genuinc 
ron, Lyonore Metal, Char- 


0.H. I 


coal Iron and 
Plain Round and Round Corrugated 


= Gauge....--sereeeeereee + 5O% 
$b0 840008 6OK 080 COCKS 40% 
3 Died Ce eatd eek inn been 15% 


Square Corrugated A and B Polygon 


eee ee 


eystone 


and Octagon. 


Portico Elbows. 


Galvanized and Terne Steel. 


D MMe seeiteeenes Cexonce dee 45% 
Es Sie aati a iainien+a wee 45% 
i ivetwtnn dakedakewakeed 45", 
OT Serre rr 45%, 
Dn <ncimiehesweddanaadie 40%, 


Discounts on Round apply on sizes « 


inch to 6 inch inclusive. 


Freight allowed on 15 dozen or more 
Less than 15 dozen F. O. B. Factory 


Terms: 30 days net, 2% ten days. 


Standard Gauge Conductor Pipe, 
plain or corrugated. 
SE 
eS ee 60% ot 
Stove, Per 10( 
Joints 
29-Gauge, PO coschescees $12 2! 
acstccecanes 13 75 
™ | eee 15 25 
pes | SPREE: 16 25 
ng Pistcdctcswete 19 00 
T-Joint, Made-up. 
DOs bceccaccecsed per 100 $35 00 
Furnace Pipe. 
Double Wall Pipe and Fittings 25% 
Single Wall Pipe, Round Pi 
, ite epee pe. 25% 
Pas and Black Iron Pipe 
ey % 
PLANES 
Stanley Iron Bench............... net 


PLATES, TIN. 


See Metals in Column 1. 


seer 


Fencing. 


PLIERS. 
Giant, Bution’s—Nets 


eee eee eee eee ee 


Cee eee eee menos 


eee eee ee 


-. New Prices 


C. B. 


New Prices 
New Prices 


All Nets 


Tinners’. —_ PUNCHES. SAWS. 
rere Net list uctor Bond. 
Solid each E. C. Atkins & Co. Prices on applic’ n 
Ae ee po ee doe N ..  eeenaemnioenee —— og - 95| Disston’s.......-.Prices on applic’n 
Saddlers’. Disston’s.......-. Prices on applic’n 
ee ae Sere Nets Common......per doz. 1 50to5 00] Jackson’s.......- coeeees New nets 
a Coe eeeseccceoece “eeese 0% Revolving Spring. 2 1 A Co. on appiic’a 
-. igh laleaalataalaa i "4 Stearns, No. 10..... per doz. $ 6 25 Disston’s... . long Sa. Pa rices on applic’n 
Cs set cseneaseceneen 25% . aa... - 12 00 circular, 
Davis’ Inclinometer............. 18% ae ae “ 16 00 |G" atkins& Co. ;Prices on applic’n 
POINTERS, SPOKE PUTTY. So... 
See BO. 8..006008 8 00 i pure..... Compass. 
. - ne Ernie on ge ‘s Guietly ur Re. 99 ne Atkins & Co. Prices on applic’ n 
RAIL. Disston’s.......-. Prices on applic’n 
POKERS, STOVE. Barn Door. Copi ing. 
lic’n 
Wr't Stee!, str’t or bent per doz. $0 75 Matchless, aku cat peaeineaces 5c Di mo ~ “e717 S ©e, | A ne ite ” 
: . , “ atchless, 1}-in eoccccccecesece 7c isston 
Nickel Plated, coil han!'s 110 IE ele delerren edi Gua wines 5c Coss Out. 
ay & Co. Prices on applic’n 
Sliding Door, = = ~~ | Djisston’s........+ Prices on applic’n 
POLISH. Bronzed wrought iron. ..per ft. 8c Dehornine. ; ’ 
Disston’s........- Prices on applic’n 
— d, $18 00 |Garden. a tooring & Co.Pri li 
izard, 6 02....... per gross EC Atki s & Co. Prices on applic'n 
“  $pt * «© 29 40} Steel, Bow, 12-inch Teeth. . se 30 Biston’ ... tpylena Prices on applic’n 
i a “ “36 00 Maile pie i ~~ : 33 Heck. 
Re adie allea ron, 12-in ‘ 
a “ doz. 600| Malleable Iron’ faan. “ 5 00 R, master Prices on applic’n 
“ dgal...... “10 80} Fay. E.C. Atkins & Co. Prices on applic’n 
“ gal... “ "18 60] Wood, 10 Teeth ..........045 $0.00] Dison Bo? ein 
Lawn. D100, and 120. . Prices on applic’n 
Stove. Per gross] 20 Teeth........... per dos. $5 5° Keyhole o ccccccccccees New nets 
Black Eagle Paste Soz.... .. $13 80 C. Atkins & Co. Prices on applic’n 
“ 7. Bsns 17 40 RASPS—See Files. canes Seenawed Prices on applic’n 
: Cn Hi ~y agp eis : RAZORS—SAFETY. Mie Oo C. Atkins & Co. Prices on applic’n 
si , 5 Ibs. per FEE re per doz.$45 00 La ioe ee: Prices on applic’ n 
re . Fa — ERE si a | = nel, 
eee nceresccoscocs . i C. Atkins & Co. Prices on applic’n 
a —— én. Ber 15 60 Gem 3 — lots)...... a ; > Disston’s No. 7 ... Prices on applic’n 
Black Kid Paste, 5lbs. percase 6 00] Ever Ready (3 doz.lots) *“ 8 00]? ereees Co. Prices on applic'n 
Black Jack Liquid 4 pt. per RAZOR STROPS | ae Prices on applic’n 
OE. oo bila ch kedeeneas e: 15 60 : . Pruning. o i 
Star (Honing)............. ++++-50% le Disston’s......... Prices on applic’n 
Black Jack Paste #10 per gross 13 20 Stairbuilders’. 
4, Beane ge 9% é. C. Atkins & Co — on souiee 
apanne ronzed ies suevus rices on applic’n 
FIRE POTS. sR fa Brass or Bronze Metal a . Wood. 
Clayton & Lambert's, each $4 00@6 00] on application.............-- 30 E.C Atkins & Co. Prices on applic’n 
ete Oe..oncsccscccnes each, 6 25| Baseboard...........+.+++00++: %| Disston’ escasean Prices on applic’n 
eee each, $6 75@8 50 REGISTER FACES. 
Japanned, Bronzed and Plated. SAW BUCKS—See Bucks. 
POWDER. UNG cis aacecendsaate 30 SAW SETS—See Sets 


See Ammunition. 














14x14 to 38x42 


eee eee ee 


SAW TOOLS—See Tools. 








SAW FRAMES. 
PRESSES, FRUIT AND JELLY. REVOLVERS. Comme, stein see Gen. $2 50 
Enterprise Manufacturing Co....25%| Iver ohnson Satety Automatic . Commen painted Loe, = ae 
Hammerless...-..22...).1. 
PRIMERS. I. J. Model 1900....2222572 0 # scales 
See Amunition. RINGS AND RINGERS Counter. 
Bull. RE errr ere 40&10% 
PRUNERS. Pinas ssessereseees 24-in. 3-in. 
Disston’s Pole........ perdos. $18 00] Rea ia ~ = = SCISSORS 
Water's Improved..... 60 1ercing copper, doz. : = ae Ee Ln er 
- "7 alwee 1 ac [O* 0% 
SCOOPS. 
PULLERS _ s Rings rdoz.$ 75 ree 
Cork, Blair's Ringers... 1." 3 1 00| # bu. “Hercules’’....per dos. 3 70 
Daisy eccccee evccesees each, $3 10 Brown's Rings SE baad 72 1-bu. “Hercules”... . . ” 5 00 
I a aia liice -* | Brown's Ringers. ... . tm 
Quick and Easy....... »2 a Hil Ring. boxes - -. 8 = SCRAPERS. 
. ajor Rings........ ned 6 “ 
Nail, Perfect. Ringers PaaS - 1 50| Triangular, No. 6....per doz. $6 25 
ald per doz. 14 50] Wolverine Rings. .... > +2 
Never-Slip......... . “~ 1700 Bo <a RIGHTS. . ie —_* + 
RIK a cikadlewenwad per tb..... 30c | With runners, ea.$7 00 6 50 6 20 
PULLEYS. Key. 
Awning—Jap'd...... eecccccccectee golit. Ee per doz. $0 17 SCREEN DOOR HINGES. 
Clethes Eéne....ccccccesccccces 3G) EE! ow 40| Castiron............ gross, $13 00 
Hay Fork. " . i ter | tina cde wiesieme ain 9 50 
Iron Wheel, S-in.....perdoz. 250] Goppered Iron... 8 00% toll SCREWS. 
Wood Wheel,6-in.... ‘* 265 pene wee 80% — aa 
Wood Wheel, 6-in., pass knot, bn 60606060+0600600 per Ib. ron, ins. 
ieseanas ceseseee sper doz, 3 00} SloHed Clinch......per doz. 60c@1 10 Wood A. i =s 
T ' 0d, -. Pe ‘ 
h ubular scans 605 & Kae tie 35 
Sash. Nos. | and 2 assorted sizes, 50 ™ Honé DR aiassnasisniaowed 2 
Common nL! PROS Net Moe eod0neceecencsud Oz. 2d Se ee eee eee ee (O 
nn nae Nos. 1 and 2 assorted sizes, 1 La Ceach—all sizes 
Common-Sense, 2-in. ..........Net WP tecsecenscaneses joz. 1 40 # Sointed secccccccccccccees 45-5% 
Empire Pattern, 2-in...........Net RIVET SETS 
DE cnasaces $ebsenbenteegeus Net] See Sets. 2 Saw—Centennial, 
BUN vcdaas icbitésteandeceunel ROPE. A 3 
x "6a. C ts ». Ps cuccaad 47c S5Sc 75c 90c 
ad in. Lom. 
” . PUMPS. , 5-16 in. Com. hee a. awd BSc | Wood. Bright — 
‘seme Sisal R. H. Blued..... 2... 65-10-10 
Nos..... « 3 2 3 4 1st Quatits. ivesamiadvendaen = 5 2 ReRBEgERerTs= 624-10 
Ee =F Fj ep eeaaaee: 174c F. Hed. aed oeneed 423-10-5 
P. - R. H. B 10-5 
ure Manila. o BEBEB. oo. .cccccces 
Spray. 1st quality, base....per Ib. 26%0) B H- Nickel Plated: :°:::. 574-10% 
Midget Junior....... per doz. 3 75] Hardware poe oe Ib. 24%e SCYTHES. 
Pe TE cicccceae| & 6 00} Picters Beare ua waanamadel 10% | Clipper, Grass........ oer doz. $13 $0 
Crescent os*ge8 e660 8 6 50 Lo ee ee ee ee 10% Honest Dutchman ° 
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Nail. este. SQUARES. 
Square head........ per doz. $1 25 | Steel and Iron.......... Nets new list 
Cup point, knurled... “ 115 —aet bluing, » $3. 00 per doz., net.) 
in . —-T Wed bbekeeaensesedenecede Nets 

ee per Gb edkikwedteenss 
. ° Ei ak ddminedesue 
DN + «ss2btdbosksaneensed 25% “—— eee palate per dos 00 
Winterbottom’s...........+.4+ 10% 
Aiken's Pattern...... per doz. $6 50 
Disston’s Monarch... “ 7 20 SQUEEZERS, LEMON. 
Disston’s X-Cut..... - 13 50 Common Wood........ per doz. $0 70 
En cgsedeneee “ 80 Porcelain Lined, Wood. 1 25 
Nash’s Hand « 315 Boss, malleable iron. ye 1 20 
Nash's X Cut eee. aa 4 20 Iron — “~ pn bot ‘ > 38 
UE. wc oee , glass bowl. 
Stillman’s Lever. .... ” 1 30 me Giant, 2 a ‘diron.. “ 4 00 
Stillman's X-Cut..... ES mat = »« $$ 
Whiting Pattern,No.21 “ 5 75 renee camaee nine 
Eccentric Anvil, Hand, No, — STAPLES. 
395, N. P. Morrill Pattern, ind. 
jeeketneeeesennas per doz. 11 50 Barbed.............per Ib.21@22c 
Butter Tub. .....2202+. “  16@19¢ 
Fence— 
; = emennene See $1 60| polished....---+. - Der 100 Ibs. $5 S 45 
NS oo oi cetera a al ele Rlig a oe 1 20 ening. ’ oo 
alvanized....... per 100 6 50 
SHEARS 
Per Doz. |Wimnent se Staples, H a 
Nickel Plated, Straight, 6"....$11 50) "Staples, ng ~ ARR 
Pain eo Staples. and Hooks and 
“ “ “ 8”.... 1440 pl _ TELTELELELTTTTT Te 
Jepenned, Steaiaht 6’.... 1028 SU cine cabccdevesses rane ty 
“ eo 7... Ku STEELYARD. 
” ” oy... &@ Discount 25%. 

Tinners’'—See Snips. % 

STONES. 
SHEAVES, SLIDING DOOR. /4#- 

Comme. intomen. eeccccced per Ib. New Nets 
Inches... . 3 4 5 es “ “ 
ee $140 175 240! aii ae e 

Hatfield's. — 

Per set....$1 80 210 275  25|g,N°sA26-...--+-+-per doz. New Nets 
Setusane rw No. 7per doz. N ew! Nets 
SHELLS—See Ammunition. Wahie Novi... * « 
SHELLERS, CORN. Oil—Unmounted. 
Cocca vetaanesound per doz. $6 75| Arkansas Hard....per tb. New Nets 
Arkansas Soft..... 
SHIELDS ; a, by eceeeee a ns 
le TCCK. cece . q 
Expansion Bolt Shields.......... 60% PG abibewes e 3 +] 
= ‘cythe 
SHOT—See A waitin a ...per gro New Nets 
SHOVELS AND SPADES. jt:  * “ 
No. 2, -Woodlord ee per doz. $5 50 - tee “a - - 
paihciliaciia a sairmnie tied - 6 00 t uinne’ =: - 
pode aie ore Discount, 124% Rod Bed Bee 2 “ “ 
Per doz. 
Neverbreak, hollow bck, . ..Nets} ® 
a oa - -— STOPS, BENCH. 
pMohawk. a “ "4 Ke. 10 Seorili pattern, per doz.$10 tH 
ants Pecection! a" +++ +$30 00]No. 15 Smith ~ 
ur etc 
oa STOPPERS, FLUE. 








per doz. $1 10 


Keystone ee ae 
Hollow Back Gem, flat, No.3........ - 1 00 
Pa » new list SS, er - 110 
Galvanized, with wood han- 
Pome Mb Mae scdkeeesensexe $1 = STOVE PIPE—See pipe. 
pre .. 2, 35,. REED AG SA 
— a ad per doz. 83 50 STOVE BOARDS—See Boards. 
ESE 
SINKS. STOVE POLISH—See Pclish. 
be =. 16x24 Net 
EM ccccnanececcs 
enameled, White, 16x24.-..... STRAPS. 
Painted, 16x24.. FP ee a eee per doz. 85c & 1 20 
SLEDGES—See Hemmess. 
SNAPS, HARNESS. _ 
Covered Spring............. * 
Judd’s Pattern... ... Add 334% to ke a oseaguaii orSn. . ro 
— re — Malleable Iron....... “ 70 
Patent pine. B ee ye 10 00 Perfection it aneuanes 2 6 30 
Patent Loop, _-. H “ 87S| King....-scesseeees 4 50 
SNIPS, TINNERS’. Wire. 
| are ios 10% O. S. Elwood, No. 1...per doz. Nets 
Slational eT ey 40&10 O. S. Elwood, No.2.. “ ” 
ee | ‘oO 
SOLDER—See Metals. SWIVELS. 
SPRINGS, DOOR. % 
Pope. - . Malleable Iron...... ---pertb. $0 
Per ye 3 on at Sc 90c 1 00 Wrought Steel......... pergro. 4 50 
nce. TACKS. 
ight i Heavy 
Per doz. iy 55 2 10 3 20) Bill Posters’ 6-oz., 25 th. boxes, 
wy Boe eeeeeeeess ot eg ee. OF OT ee 1Sc 
™ SPRIN KLERS, LAWN. Upholsters’ 6-0z., 25-Ib. boxes, 
’ No. 1........perdoz. $9 78° perth oc cee eens 1S4c 


TAPES, MEASURING. 


Asses’ Skin 
Lufkin’s Steel 
Lufkin's Metallic . List to list plus 
Lufkin's Pocket 


eee eee ee ee eee 


TIIERMOMETERS. 
Tin Case... r doz. 1 = 
Wood Back. - $208 12 
Glass eoeecccce 
TIES. 
Bale. 
Single Lgep. carload lots... . .75&7 
- * less than car lots 70&15% 
Cow—See “Chains.” 
TOOLS, SAW. 
Disston’s Universal............ 40% 
TRAPS. 
Game with Chains. 
Victor No. 1...... séeeneveses $1 65 
Oneida Jum poe eutnbecsae 2 25 
Newhouse kK Seceesaensease 3 85 
Mouse and =n Net per gross 
Out O° Sight peoure Serre $ 8 00 
wrTTTTITTT 15 00 
Maic Chaseenees 100 00 
at Poe ket EE 20 00 
en cn ceasenn’ 2 60 
Hold Fast Mouse........ .. 2 60 
. 4 | 3S Reis . 11 00 
Mi nécanedceaees 11 00 
Na 13 50 


Wood Choker Mouse, 4 Holes 11 00 


WARE, 
Glue Pots. 
peoceccccsechill ——— 


WASH BOAKDS—See Boards. . 


WASHERS. 

Standard O. G. cast iron...per tb. 34c 

00 | Wrought steel in 5-Ib. boxes, per tb.: 

00 | 1n.3/16 ieee eS Ee 8 
18c 16c 15¢ 13c 12c 11$e Ile Ile Ie 


WEDGES, 

--perdoz. Nets 
per Ib. = 
8 


BS.ccore 


peene $2 00 to $2 50 
Tyler's Safety, per doz. 1 85 to 2 40 
Carroll's, per doz.... 3 OOto 3 75 
Hoosier, per doz 3 50to 4 60 


eeeeee 


eee eee eee ee 


Sash—f.o.b. Chicago 
Ton lots, per ton 
Smaller lots, per ton 


eee eee eeeee 


WHEEL BARROWS. 
No. 4 Tubular Steel......... @ $7 25 
Common Tray or Stave Tray @ 275 


Angle leg,  csentaeed 475 
TROWELS. ee e 
oe aaa WHEELS. 
OVOP LOB. wcccecececccscese 
Pitch ssbiusaneeeedad ‘sas Carborundum......+-seesseveees 50% 
Misston's........+.sessesse+ + 30% Eemery....ese neewenéeseseokend 60% 
BOB. oc cccccccccccccccceces Net | Well. Ins......... 10 12 
Plasterers’. of) ar $5 50 725 8 50 
PT: «ic encussanwbua wd 40% 12 in. heavy hoisting, per doz. $25 00 
i vngusntes eneeeee 25% 
2 3 ees Net} | WIRE. 
w7ass. 

TRUCKS By Os ncnccnsccccuceceensed Nets 
a ee each, $3 75 In 1-lb. spools, new list........ Nets 
War ehouse or store. Broom—Tinned.......cccccceees Nets 

mS ess tceee res machin = 2 Cable—Same price as Barbed Wire. 
Copper. 
TUBS, WASH, SE EP ee i Nets 
1-lb. spools, new list.......... 
Stenderd, Weet, Ex. spools, new list Nets 
ee 3 2 1 large | “e"ce—Smooth. An’eal’d Galv'd 
Per doz..$9 50 11 25 12 75 15 50| 08-6 to 9, less than 


Galvanized. 
rere 1 2 3 
ees 15 20 14 50 20 00 
TWINE. 
Market 
Quotation 
3-ply c votton Wrapping hewanhine 
. ~~  -~ “> . stevcvesdan 
4 Extra Wrapping...... 
4 “ Hvy. Wrapping. . 
4 - Wrapping on tubes... 
- ” 1‘ cones. 
a Hemp, 4-!b. balls, No. 18. 
2-ply Jute, 1-fb. balls......... 
Seins. Market 
Goft..... 90FD ccccces Quotation 
eA mS OS RRAwEREASNOR ” 
Hard.. © teleunenieeans - 
Staging, it. ball, cise Divceets = 
eee - 
" = apie ~ 
Bagging, }-fb ball.............. es 
3-ply, “B”’ in hanks........... = 
eo? Sr  6wepuseeaens ™ 
." - 8 wesnepnseds ” 
3- “ Silver Finish, in hanks... “ 
Fodder or Lath. 
190 etrand. ..cccccceccccccesce 
VISES. 
Ma. 20. Wath cess cccssccees $5 00 
Oval Slide, “4 


ech $2.40 $240 $3. $3.00 $3. ee $7.75 
No. 1, Genuine Wentworth, 
Noiseless Saw perdoz. 6 50 
No. 2, Genuine Wentworth, 
Noiseless Saw per doz. 
No. 3. Genuine Wentworth, 
Noiseless Saw per doz. 


20 00 


8 00 





No 500, All Steel Folding Saw 
per 


oz, 13 50 


$425 $4 95 
. 40&10% 


car, per 100 Ibs. . 
Hair—New List.......... 


Market. Market Quotations 
Bright, full bdles. .. 
Bright, broke:: bdles 
Coppered, full bdles 
Coppered, broken bdles 
Tinned, full bdles.......... = 
Tinned, broken bdles 

Picture—In coils...... 


80% @#0& 10% 


In 5-Ib. spools.......perlb..... 26c 
WRENCHES. 

Coes Steel Handle, Ginch..... 30% 

o 4 ee 8 * 30% 

10 “ 30% 

“ 12 30% 

Coes Knife-Handle, 6 -- 30% 

va ” - SO  soscee OS 

ay = Pe acces Oe 

“ “ “ 12“ 30% 

Coes All Patterns,....... 30% 


Bemis & Call's: 


Adjustable S, 15%; Adjustable S 


Pipe, 15%; Briggs’ Pattern, 10% 
Combination Bright......... 15% 
Steel Handle Nut............. 20% 
Combination Black.......... 15S&5% 
Merrick Pattern.............. 10% 


Knife Handle Pattern. 
No. 62, Screw Wrench. List, plus 5% 
No. 60, Steel Handle.. 


WRINGERS. 





No. 790, Guarantee. ‘per dos. $61 00 
No. 770, Bicycle...... 57 00 
No. 110, Domestic .... sa 50 50 
No 110, Brighton..... aaa 46 50 
No. 740, Bicycle...... a 55 00 
No. 22, Domestic.... “ 48 50 
No. 22, Pioneer. ... - 44 SC 
No. 770B, Bicycle... ... ” 92 00 
No. 781B Guarantee... “ 101 00 
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ADVERTISERS’ INDEX CLASSIFIED INDEX 


ALPHABETICAL LIST 


Jack Corporation, A. W., 
Lockport, New York 


Allen & Co., Inc., L. B.......... eee 
American Sheet & Tin Plate Co.... 


American Steel & Wire Co American Steel & Wire Co., 


Pittsburgh Steel Co., 
Pittsburgh, Pa. 


Tee eee eee reer ee 


ee eee ee ee 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Bullard & Gormley Co. 
Burgess Soldering Furnace Co 


Brakes—Cornice. 


‘Cambridge City, 
Dreis & Krump Mfg. Co 


eee eee ee ee 


Caldwell Mig. Co 
Chatsworth Mig. Co 
Clark-Smith Hardware Co 
Clayton & Lambert Mfg. Co 
Cleveland Castings & Pattern Co.... 
Coes Wrench Co 


Niagara Machine & Ra. ~ em 


Brass and Copper. 


. &, 
Pittsburgh, Pa. 


eee ta ae Py, Johnson’s Arms and Cycle Co., 
Fitchburg, Mass. 


Dreis & Krump Mig. Co 
Mindédensestbdabedca Ceiling—Metal. 
Friedley-Voshardt 
Harrington & King Perforating Co... 


Hart & Cooley Co Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Whitaker-Glessner Co., 
Wheeling, W. Va. 


Clips—Damper. 
Stover Mfg. & Engine Co. 


Correreresee Peerless Foundry 


ON GING WE occ dbeddcécecscicas 


Johnson's Arms & Cycle Works, Iver.. 
Kimball Bros. Co 


Consumers—Soot and Gas. 
Z. T. Soot and Gas Consumer Co., 


Friedley-Voshardt Co., 


Michigan Safety Furnace Pipe Co... . 
Milwaukee Corrugating Co 


Milwaukee Corrugating Co., 


Cut-Offe—Rain Water. 
Sullivan-Geiger Co., 


National Stove Repair Co 
Newark Stamping & Fdy. Co 
Niagara Machine & Tool Works.... 
Nickel Plate Stove Polish Co 


Stover Mfg. & Engine Co. 


eee ee ee 2 rr 


‘Philadelphia, Pa. 
Burton Co., W. J., 


Safety Interlocking Stove Pipe Co... Clark-Smith Hardware Co., 


COC Ce eeccersesessee 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Whitaker-Glessner Co., 


Stover Mig. & Engine Co 


Sullivan-Geiger Co Council Bluffs, Iowa 


American Steel & Wire 


Pittsburgh Steel Co., 
Pittsburgh, Pa. 


XXth Century Heat. & Vent. Co.... 
Vedder Pattern Works 


ee 


W h taker-Glessner Co 


Fencing—Wire. 


Pittsburgh Steel Co., 
Pittsburgh, Pa. 








Files. 


Delta File Wks., Philadelphia. Pa 
Heller Bros. Co., Newark, J. 


Flux—Soldering. 
Allen Co., Inc., L. B., Chicago, Ill. 


S.ideri 
ing 


Fur 
Ashton Mfg. Co., 


Bernz, Otto, 








Newark, N. J. 
Newark, NJ. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
Detroit, Mich 
Turner Brass Works, 
Sycamore, Il 
Handles—Boiler. 


Co., 


Berger Bros. 
Philadelphia, 


Pa. 


Heaters—School Room. 


.-|Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Monroe Fdry. & Furnace Co., 
Monroe. Mich. 


Peerless Foundry Co., 
Indianapolis, Ind. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Heaters—Warm Air. 


American Furnace Co., 
St. Louis, Mo. 


Furnace Co. 
Indianap: lis, 


.|Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


.|Henry-Miller Foundry Co., 
Cleveland, Ohio 


Hess-Snyder Co., Massillon, Ohio 
Mahoning Foundry Co., 


Hall-Neal 
Ind. 


Youngstown, Ohio 


Magee Furnace Co., 
Boston, Mass. 
Monroe Fdy. & Furnace Co., 
Monroe Mich. 


-|Peerless Foundry Co. 
Indianapolis. Ind. 


Scheible-Moncrief Heater Co., 


Cleveland, Ohio 
Schill Bros. Co., Crestline, Ohio 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Standard Furnace & Sunoply Co. 
Omaha, Neb. 
’|Tubular Heating & Ventilating 


co.. Philadelphia, Pa. 
XXth Century Heating & Venti- 


lating Co., Akron, rio 
Horse Shoes. 
American Steel & Wire Co., 
Chicag», Tl. 
Hotels. 
Hollenden, The, 
Cleveland, Ohio 
Jobbers—Hardware. 
Bullard & Gormley Co., 
, Chicago, Il}. 
Clark-Smith Hdw. Co., 
Peoria, Ill 


Lath—Expanded Metal. 


Milwaukee Corrugating Co., 
Milwaukee, 


Wis. 
Lawn Mowers. 


Philadelphia Lawn Mower Co., 
Philadelphia, Pa 


Machinery—Culvert. 


Bertsch & Co., 
Cambridge City, Ind. 


Machines—Crimping. 
Bertsch & Co. 
Cambridge City, Ind. 


‘|Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Machines—Razor Blades. 


Hyfield Mfg. Co., 
New York, N. Y. 











Machines—Stove Pipe. 
Hemp & Co., St. Louis, Mo. 
Machines—Tinsmith. 

Bertsch & Co., 
Cambridge City, Ind 


Dreis & Krump Mfg. 


Co., 
Chicago, Ill. 
Hemp & Co., St. Louis, Mo. 


Knoedler, lees - J., 
hiladelphia, Pa. 


Niagara Machine +." Tool Wks., 


Buffalo, N. Y. 


Meat Smokers. 


Chatsworth Mfg 


Co., 
Chatsworth, Il). 


Metals—Perforated. 
Harrington & King Perforating 


Co., Chicago, Ill. 
Miters. 
Friedley-Voshardt Co., 
Chicago, IIL 
Motor Cycles. 
Johnson’s Arms and Cycle Co., 
Iver, Fitchburg, Mass 
Mep Sticks. 
Stover Mfg. & Engine Co., 
Freeport, Ill. 
Nails—Slating. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Nails—Wire. 
American Steel & Wire Co., 
Chicago, Ill 


Co. 


Pittsburgh Steel " 
Pittsburgh, Pa 


Ornaments—Sheet Metal. 


Friedley-Voshardt Co., 


Chicago, Il! 


Patterns—Furnace. 


Auer Register Co. 
‘Cleveland, Ohio 


Newark Stamping & Foundry Co., 
e, Newark, Ohio 


Patterns—Stove. 
Qleveland Castings Pattern Co., 
Cleveland, Ohio 


Inc., 
Detroit, Mich. 
Newark Stamping & Foundry Co., 
he, Newark, Ohio 
Quincy Pattern Co., Quincy, Ill. 


Vedder Pattern Works, 
Troy, 


Cope-Swift Co., 


Nw. F¥ 


Pencils. 


Eagie Pencil Co., 
New York, N. Y¥ 


- 


Pipes and Fittings—Furnace. 


Saynee- Langone | = Co., 


ouis, Mo 


Henry-Miller Fdry. Co., 
Cleveland, Ohic 


Michigan Safety Furnace Pipe 
Co., Detroit, Mich. 


Safety Interlocking Stove Pipe 
Co., Mt. Pleasant, Iow2 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register be 


etroit, Mich 


Pipe and Fittings—Stove. 


Hemp & Co., St. Louis, 


Michigan Safety Furnace Pipe 
Co., Detroit, Mich. 


Safety Interlocking Stove Pipe 
Co Mt. Pleasant, Iowa 


Mo. 


Sullivan-Geiger Co. 
Indianapolis, Ind. 
Whitaker-Glessner Co., 

Wheeling, W. V2 











